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BIG BUYERS 


Readers of The Feed Bag 
are America’s biggest feed 
buyers for practically all of 
The Feed Bag circulaticn is 
concentrated in the two 
greatest feed consuming 
sections of the United States 
—the East and Central 
Northwest. Be sure to read 
the authoritative article 
describing the northeastern 
feed market which begins 
on page 15 of this issue of 
‘*The Dealers’ Paper of the 
Feed Industry.”’ There are 
more than 100 other newsy 
items to interest and enter- 
tain you in this issue of 
your paper. 
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Order this new way 
and make more money 


How the Gold Medal ‘‘Mixed-Car’’ 
Plan enables you to buy all your 
feeds—and flour—in the same car 


NSTEAD of ordering ship- 

ments of three different carloads 
to fill your requirements of mill 
feeds, manufactured feeds, and 
flour, the new Gold Medal Plan 
enables you to secure the same 
service with one Car. 


You make more money right at 
the start, because you are doing 
business with just one-third the 
capital it formerly required— 
which naturally means three times 
as many turnovers of stock. 


In addition, your stock of feed 
and flour is always clean and fresh, 
your inventories are lower, and 
you do not need nearly as 
much warehouse space. 


And, best of all, you are 
handling a line of feeds that 
more than satisfies the most 
exacting customers. Gold 
Medal ‘‘Tested’’ Feeds are as 
eagerly accepted as Gold 


Medal ‘‘Kitchen-tested’’? Flour— 
undoubtedly the fastest-selling 
flour in America today. 


Gold Medal Feeds answer every 
feed requirement. They are sci- 
entifically made of the very finest 
materials. They are made to pro- 
duce results and are backed by a 
real money-back guarantee and by 
continuous national advertising. 
And we help you move them by 
merchandising plans that sell 
goods. 


Dealers who handle Gold Medal 
Products tell us that they are now 
selling more goods, making more 
money—and better friends 
than ever before. They are 
enthusiastic, too, about the 
new Gold Medal ‘‘Mixed- 
Car’ Plan. It will pay you 
to get complete details now. 
See our salesman, or write 
us direct. 


Here’s How You Make 
More Money 


Gold Medal Three-In-One Service gives 
you the opportunity of stocking IN 
ONE CAR the most complete line of 
quality flour and feeds ever offered. 


Under the Old System You Invested 


1 Car Manufactured Feeds...... $1,200 


Total $3,500 
(Approximately) 
Under the Gold Medal Plan You Will Invest 


Manufactured Feeds..... 


Total $1,175 


(Approximately) 


Now is the time to order Egg 
Mashes and Dairy Rations 


Poultry raisers in your community are now 
buying mashes to increase egg yields. Gold 
Medal Egg Mashes are guaranteed to give ab- 
solutely satisfactory results or money back. 
Dairy men are now feeding for higher milk pro- 
duction and Gold Medal Dairy Ration exactly 
fills their needs. Every other feed require- 
ment can be supplied by Gold Medal ‘‘Tested”’ 
Feeds. There are 65 feeds in all. 


Washburn Crosby Company, Dept. B-2, Minneapolis, Minn., Kansas City, Mo. 
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Munson Attrition Mill 


Note these features for economy and convenience---grind- 
ing adjustment not lost when changing plates---split case--- 


FN long-wearing, undercut plates---S. K. F. Ball 
STRONG 


Bearings. 
COT) 


Any size you want; Belt of 
Motor driven; prompt ship- 
ment from our Minneapolis 
stock. 


The Strong-Scott Mfg Co. 


Minneapolis Minn. Great Falls Mont. 
In Canada: The Strong-Scott Mfg.Co.Ltd.Winnipeg 


Use SUPERIOR D.P. Cups 
for Greater Capacity 


BY changing only 
your cups you can 
increase your elevator 
capacity 20%. The 
Superior D. P. Cups 
hold more, can be 
placed closer on the 
belt than other cups 
and discharge perfectly. 
Large stocks carried in 
Minneapolis. 
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The Symbol 


ROEDTERT SERVICE is now available through- 
out the Middle West and to all points East. Froedtert 


Elevators have a total capacity of 4,500,000 bushels. 
When you are next in the market for corn, oats, barley, 


rye, wheat or malt sprouts---call Froedtert for samples 
and quotations. 


Youll like Froedtert Service. 


Operating Elevators at 
MILWAUKEE, MINNEAPOLIS, WINONA, 
RED WING and CHICAGO 


FROEDTERT GRAIN & MALTING Co. 


MILWAUKEE—CHICAGO—MINNEAPOLIS 


WISCONSIN DEALERS CALL 
BROADWAY 5600, MILWAUKEE 
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Woodworth 
Company 


MINNEAPOLIS, MINN. 


AVE 


We offer the 
Lowest 
Prices 

Consistent with 


Good 
Service 


Laree_Warehouse 
Facilities And 
Complete Stocks 


Enable Us To 
Excel In 


Prompt Shipment 
Of All Grades Of 
Mill _ Feeds 
Either Staight or 
Mixed Cars 


Take advantage of the large 
and efficient E. S. Woodworth 

Co. organization. With 
our elevator, warehouse, com- 
petent men in every depart- 
ment on the Chamber of Com- 
merce trading floor, intimate 
association with mills both local 
and outside of Minneapolis, no 
firm can serve you better. 


We would be pleased 
to SERVE YOU. 


BUY THE BEST 


Arcady Dairy Feed 


16% PROTEIN 


“The Old Reliable 16% Feed’’ 
and Full Line Arcady 
Wonder Feeds 


MADE BY 


ARCADY FARMS MILLING 
COMPANY 


CHICAGO, ILL. 
NORTH KANSAS CITY 


EAST ST. LOUIS 


™—> sOLD BY ALL GOOD DEALERS <—«@ 


Page Four 


Sterling Poultry Feeds 
A COMPLETE LINE OF 
MIXED GRAIN FEEDS 
and 
GUARANTEED-TO-SATISFY MASHES 


so 


MIXED CARS 


Containing any of the standard mill feeds-- 

bran, middlings, rolled oats, oil meal, etc., 

as well as oyster shell, animal protein 
products, dairy feed, etc. 


Write, wire, phone for quotations on requirements 
of any size. 


Northrup, King & Co. 


FEEDS AND SEEDS 
MINNEAPOLIS, MINN. 
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MiLwauKEE 4, WISCONSIN 


Volume Three 


September, 1927 


Number Nine 


Easy Telephone Number Will Help 
Increase Dealer’s Business 


Customers In Haste Call Numerals Most Quickly Recalled 
Combinations Like 2222, 700 or 4121 Should Be Obtained 


INCE a feed dealer must have 
be a telephone number, why not 

have one that works for him day 
after day? There are such numbers, 
but few feed dealers in the country 
seem to realize it. Wuth most of them, 
any old number will do. 

Any old number, however, is not 
helpful to business, and it is not neces- 
sary. It is possible to obtain a tele- 
phone number that will be worth hun- 
dreds of dollars in the course of a 
year. 

What is a hundred dollar! telephone 
number? There isn’t just one; there 
are dozens of them. For a starter, 
however, take the telephone number, 
2222 of Cherrylin Feed Store, Denver, 
Colo. Could anything be easier to 
remember? Yet of the seventeen feed 
stores listed in a Denver directory, 
Cherrylin Feed Store was the only one 
that had a repeating number, and in 
four other cities where the writer made 
an investigation, only one other in- 
stance was discovered. This was in 
Butte, Mont., where the O’Leary’s 
Feed Store had 77 for a telephone 
number. 

A number easy to remember is one 
that contains several repetitions with 
one figure different. C. H. Mayo, Butte, 
Mont., has 118, while H. L. Fisher, 
Salt Lake City, has 6665. 

Such combinations as 1122, 4466, 
9933 are easy to remember. Combina- 
tions like 3939, 4242, 1919 are also. 

When the first two and the last two 
figures are reversed as in 1991 or 2442, 
memory is helped. Although these 
numbers are easy to remember, it is 
very difficult to find a feed dealer us- 
ing such a combination. ; 

In small towns all numbers below 
ten are desirable, and in the large city 


it is advisable to use all numbers below 
one hundred. All even hundreds are 
easily remembered. In six cities, how- 
ever, only one feed dealer had an even 
hundred for a telephone number. It 


HAT’S your telephone 
Ud number? Do _ other 

people remember it as 
well as you do? Does it form a 
combination of figures easy to re- 
call? A good phone number is 
2n asset to any business and the 
article on this page will tell you 
why. If your present number 
does not have the necessary qual- 
ities, get in touch with the tele- 
phone company and have it 
changed. 


was 709. 

Progressions rank among the highest 
of the easy to remember numbers. Few 
persons forget a telephone number that 
reads 246, or 468 or 123. Such numbers 
stick. And yet, what feed dealer has 
obtained such a number? The best to 
be found was Vivian Crites of Denver 
who used both a progression and a 
retrogression. His number was 343. 

It may happen at the time that the 
telephone company has no especially 
good number available. Merchants mn 
other lines of business may have had 
their choice first and chosen the best 
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numbers. There is at least a next to 
the best number. If you cannot get 
7171 and 7151 is available, take that. 
It is a good number, and easily rememi- 
bered. Sidney B. Moeur of Phoenix, 
Ariz., has that number. Dallas Corn 
Mill, of Dallas, Texas, has the same 
kind of a number. It is 4121. W. 
J. Lawther, of the same city, has 2141. 

Another good combination is 2445. 
This is the telephone number of H. L. 
Redfield, Dallas. Five Points Feed & 
Fuel Co., Phoenix, have 6778. 

From the above it will be seen that 
good telephone numbers are not scarce 
and hard to obtain. There are innum- 
erable combinations easy to remember. 
Why should any feed dealer go on do- 
ing business with a number such as 
6157, or 9384? Sometimes a feed dealer 
will be called hastily, and a person 
who has called once and remembered 
his number will be apt to call again. 
His time may be limited and he does 
not wish to refer to the directory to 
find the feed dealer’s telephone num- 
ber. These occasional times may not 
seem to amount to much, but the feed 
dealer knows that every order may be 
the beginning of many others. 

Criticize your present number. Has 
it the qualities that make it easy to 
remember? If it belonged to someone 
else, would you remember it like a 
flash when you needed the commodity 
handled by that person? If your an- 
swers to these questions are negative, 
call up your local telephone office and 
see what you can do about securing 
a number easy to remember, a number 
that will work for vou all the time. 
And remember that if vou cannot get 
a number that ranks the highest as 
an easy to remember one, get the num- 
ber that is nearly as good. 
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THE MERCER COUNTY FEED 
MILL, Aledo, IIl., is making extensive 
improvements. It is erecting a new 
corn cracker and grain crusher, and an 
additional storage room. 


THE THOMAS LACEY GRAIN 
CO. has been organized at Spencer, 
Ia. The officers are J. J. Ibel, presi- 
dent; Gus Fiedler, vice-president; Port 
A. McHugh, secretary and treasurer; 
and Thomas Lacey, manager. 


THE COLMAN ELEVATOR, Col- 
man, S. D., is nearing completion. It 
will have a capacity of 40,000 bushels 
and facilities for loading a car of grain 


in thirty minutes. ; 


Quaker Oats Customers 
Are Entertained 


R. E. Tyson, familiarly known as 
“Bob” Tyson, recently entertained a 
large zroup of the customers of the 
Quaker Oats Co., which he represents 
in western Wisconsin. 

The meeting was held at Monona 
Farm, formerly the Frank Allis farm, 
one mile east of Madison. It has been 
equipped and is being operated as a 
feed research establishment by the 
Quaker Oats Co., in conjunction 
with the Wisconsin College of Agri- 
culture. Nearly two hundred guests 
sat down to a farm dinner, which was 
followed by some talks by Mr. Tyson 


Personal 
Attention 


SHIP TO 


OY |. CAMPBELL 


Commission Merchant 


GRAIN and SEEDS 


MILWAUKEE, WISCONSIN 


Authorized Successor to 


RUNKEL & DADMUN 


JOSEF MUELLER 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION 


WM. R. MADDEN 


TO 
UERGER COMMISSION CO. 510 Mitchell Bidg. 


ESTABLISHED FOR OVER THIRTY YEARS 


Milwaukee, Wis. 


| 
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and members of the staff of the uni- 
versity and officers of the Quaker 
Oats Co. 

Everybody seemed to have a good 
time and went away very much im- 
pressed with the importance of the 
work which is going on at Monona 
Farm, where visitors who are inter- 
ested in live stock feeding always meet 
a cordial reception. 


FRIBERG & OSTLUND, Hines, 
Minn., are erecting a new feed mill and 
warehouse. 


M. J. GARSKE; Downing, Wis., 
purchased the Downing Feed Mill 
from J. S. Bickell. 


KING MIDAS EXHIBITED 

A baking demonstration of King 
Midas flour was held during the Wis- 
consin State Fair, at Milwaukee, Aug. 
29 to Sept. 3, and attracted many 
housewives. 

Miss Mayme Wendland, America’s 
favorite baking demonstrator, was in 
charge of the booth. Invitations to 
see the demonstration were extended 
to the public through newspapers, and 
a crowd at the fair continually sur- 
rounded the booth to watch Miss 
Wendland bake the appetizing bread 
and pastries. 


BLUE RIBBON 


SUPPLIES PROTEIN and FAT 


AT LOW COST 


The good fat content makes 
Blue Ribbon especially valua- 
able for feeding to cows on 
pasture. 


TRY IT 
And You Will Always 
BUy IT 


RESULTS DETERMINE VALUE 
PROTEIN 16144%, FAT 6% 


BROOKS MILLING CO. 


MINNEAPOLIS) +: MINNESOTA 
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Calling 


On Farmers Wins Success 
For Lomira Dealer 


Joe Straub Never Waits For Business, He Goes Out After It 
Finds Trade In Cattle Helps Sell Feed And Aids Collections 


E called Joe Straub, of the 

Lomira Elevator Co., Lomira, 
‘ Wis., by long distance tele- 
phone from The Feed Bag office the 
other day and told him that we were 
coming out to visit him. 

“T won’t be here,” he replied. “Have 
to go out in the country on business, 
but you’re welcome and you can talk 
things over with the girl in the of- 
fice. She can.tell you all that you 
want to know about the business.” 


Why He’s Successful 

“But how about finding you in some 
other day?” we insisted. 

“It’s hard to tell when I'll be in,” 
Joe returned. “I’m out in the country 
most of the time.” 

And that is the reason Joe Straub 
is a successful feed merchant. It is 
hard to find him in. He is always out 
among the farmers drumming up busi- 
ness. 

In Threshing Season 


We took Joe’s advice and boarded 
cne of those long bodied busses and 
arrived in Lomira at high noon. The 
town was drowsily quiet. It was in 
the midst of the threshing season in 
the community, and if Joe had tilted 
back in his chair and waited for busi- 
ness, all that he would have had to 
do to occupy his time would have been 
twirling his thumbs. Fortunately, we 
burst into the office to find Joe who 
had unexpectedly returned on some 
business matter for just a few minutes. 
We showered him with a barrage of 
questions, which he answered politely, 
but before we could finish taking notes 
he was on his way again in his Ford 
roadster to drum up business among 
the farmers. 

Then we turned to Joe’s bookkeeper. 
Anna Grantman is her name, and be- 
yond any doubts she understands the 
feed business. It is her obligation to 
take care of the office and dispense the 
wares while Joe is making sales out 
in the rural territory. 

Joe Buys Livestock 

Recently Joe conceived a new idea 
that is working out successfully. He 
goes out among the farmers and buys 
livestock. After he has accumulated 


By Emil J. 


Of THE FEED BAG Editorial Staff 


several animals he sends out his truck 
and-brings them in’ to his barn which 
is built near the elevator. Here other 
farmers may come and _ take their 
choice of a good milker or a healthy 
young springer. Animals which are 


LOMIRA ELEVATOR 
SHIPPERS OF FARM PRO 


Joe Straub’s elevator and feed store 
has an air of prosperity about it, 
Proving that going out after busi- 
ness pays. 


unfit for dairy purposes are shipped 
to the beef packers. 

Since Joe started the livestock buy- 
ing plan last month he has sold over 
200 milk cows to farmers and shipped 


_several hundred head of cattle to the 


market. It works splendidly. Joe 
goes out with the rising sun peeping 
over the hills and makes his territory. 
If a farmer has any livestock to sell 
Joe buys it and sends his truck out 
the next morning to get it. At Lomira 
cther farmers who are in need of a 
calf or cow look over the group in 
Joe’s barn and either buy outright, 
exchange for another animal on even 
terms, or pay Joe to boot if they feel 
that they are getting a better critter. 
Thus Joe buys, sells, and exchanges, 
and keeps constantly in touch with his 
farmer customers. 7 
Collects Slow Accounts 

The livestock buying plan has re- 
turned a profit in itself, and incidental- 
ly it helps Joe to sell more feeds, be- 
cause he visits the farmers often, be- 
comes acquainted, and consequently 
sells them products of his elevator. 

The plan has another feature. Oc- 
casionally Joe will go out to a farmer 
who owes him money. This customer 
usually has a cow or calf to sell. Joe 
drives a bargain with him and agrees 
to take the animal in payment for the 
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past due account. In most cases the 
farmer agrees, and Joe collects his 
bill in the form of beef or veal. He 
ships the animal or sells it to another 
farmer, and the old account is cleaned 
up. 
Extends Credit Cautiously 

Joe is very cautious in giving credit, 
however. The dickens with volume if 
you don’t get your money for it, he 
believes.. His policy is doing a smaller 


‘business with dependable customers 
‘rather than seeking a large volume 


with a ledger full of bad accounts. As 
a result of his caution the books of 
the Lomira elevator are practically 
clear of “dead beats”. 

Has Joe Straub’s principle of work- 
ing in the field continually and keep- 
ing in contact with his farmer custom- 
ers paid him? It requires but a glance 
at the neat appearing office, the loom- 
ing elevator, and the air of prosperity 
about the place to convince an ob- 
server in the affirmative. 

Mr. Straub has been in _ business 
for ten years and in this decade has 
made a success of it, and why not? 
Joe goes out after business, which is, 
after all, the soundest policy for feed 
dealers, no matter where they are lo- 
cated. 

Joe’s Business Maxims 

Here are the main business principles 
which Mr. Straub advocates: 

Please your customers so they will 
come back. 

Make one price and keep it regard- 
less of dickering, friendship or cir- 
cumstances. 

Be cautious in giving credit. Allow 
it to those only who you know will 
pay. 

Rather do a smaller business with a 
profit than a large volume with un- 
certain credit extended. 

Handle advertised products of high 
quality. 


HARLEM FEED & GROCERY 
CO. has bough: the mill and business 
of George T. Atwell, Cazenovia, N. 
Y. Mr. Atwell, who has been in the 
feed business oractically all his life, 
is retiring. 
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Professor Recommends Corn 
Gluten For Feeding 


Corn gluten feed and corn gluten 
meal are two valuable corn products 
which have not received the proper 
consideration from a large majority of 
dairymen during the pasture or winter 
feeding period, according to Walter A. 
Duffy, Wisconsin state commissioner 
of agriculture. 

The two feeds are produced by the 
processing of the corn kernel in the 
. manufacture of corn starch, Duffy ex- 

s plained, and corn gluten feed is corn 

from which practically all of the starch 
and germ are removed. 

“Both have excellent feeding quali- 
ties for dairy cows,” he stated, “and 


they are now being used extensively in 
poultry rations. Both contain more 
digestible nutrients than either linseed 
or cottonseed meal. This is not a new 
practice, as a majority of the farmers 
in the eastern counties of Wisconsin 
are now using tremendous amounts of 
these foods. 

“It is such a common feed in that 
part of the state that the feed dealers 
are equipped to handle the food in 
bulk, thereby saving the consumers 
several dollars a ton.” 


MRS. OSCAR THIEL, Slinger, 
Wis., died recently. She is survived 
by two children and her husband, who 
is engaged in the flour and feed busi- 
ress at Slinger. 


again at a profit. 


There’s the rub. 


job in his own way. 


effort. 
are: 
Feed 


“And Then Sell 


The feed merchant’s only use for the feed he buys is to sell it 


And so small is the profit on each sale that there is only one 
way for him*to come out whole on the year’s business— 


Make many sales—and many little profits. 
How to make the many sales? 


% 
No two feed merchants use like methods. 


Yet the permanently successful retail feed business almost in- 
variably owes its success to two fundamental causes: 


1. The handling of one or more brands of ready-mixed feed, 
made by an established, dependable manufacturer. 


2. The application of persistent, intelligent selling effort on 
the part of owner and his employees. 


More briefly expressed by one, of Chicago’ s merchant princes: 
“Buy good goods—and then se// ’em. 


Many retail feed merchants are energetic in selling—poor feeds. 
Many handle good feeds, but are lacking in selling aggressiveness. 


Where a good feed is backed by good salesmanship, a pro- 
fitable feed business almost invariably results. 


CHAPIN & COMPANY 


327 South La Salle Street 
Chicago, III. 


Unicorn Feeds increase your sales-volume with least selling- 
Once used, they bring in repeat customers. 
Unicorn Dairy Ration—Poultry Feeds—Pig Meal—Horse 


Each goes at the 


These feeds 
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Cottonseed Meal Makes 
Cheaper Beef 


Recent experiments carried out at 
the agricultural experiment station at 
Madison, Wis., point the way to a fat- 
tening ration for steers which will 
produce just as good results and at a 
cheaper rate than the old established 
rations. The difference is that one- 
half of the linseed meal supplement 
was replaced with cottonseed meal, 
which is much cheaper at present. 

Linseed meal has proved in many 
tests to be the best high protein feed 
for steers. Cattle, fed this meal as a 
supplement to corn, brought better 
prices on the market. In spite of its 
high price, it is the most economical 
feed. 

Professors F. B. Morrison and J. G. 
Fuller, animal husbandrymen, at the 
Wisconsin College of Agriculture, con- 
ducted tests with steers in which one 
lot received a ration containing linseed 
meal alone as the high protein supple- 
ment and the other lot had half the 
linseed meal replaced with a similar 
amount of cottonseed meal. 

The gains on the two lots of steers 
were almost identical and brought 
practically the same prices when sold 
cn the market. The actual values of 
the two rations as judged by net re- 
turns were practically the same, but 
the ration containing the cottonseed- 
linseed combination produced 10 
pounds gain at about 40 cents lower 
cost than the other. 

Because linseed oil produces such an 
excellent finish and makes such good 
gains, its use is recommended as a 
part of all fattening rations although 
the recent tests show that a part of it 
can be replaced by cheaper high pro- 
tein feeds. 


ATKINSON GRAIN CO., Atkin- 
son, Ill., has incorporated with a capi- 
tal of $30,000. The incorporators are 
Andrew Allen, Peter Bupse, and Peter 
Verkruyse. 


PRATT CO. EXPANDS 

The Pratt Food Co. recently bought 
five acres of land adjoining its present 
mill at Buffalo, for construction of a 
sweet feed mill and storage tanks. It 
is planned to construct buildings 
valued, with equipment, at more than 
$250,000. The land was bought from 
the Armour Grain Co., of Chicago, for 
$100,000. 

The Pratt Food Co., with headquart- 
ers in Philadelphia, located in Buffalo 
last February when it bought the 
MapIl-Flake Mill of the Armour Grain 
Co., on Elk street, for $1,000,000. 
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LET’S KEEP 
SCHOOL AGAIN 


The Feed Bag strongly favors the 

short course in retail feed merchandis- 

ing which was proposed at the recent 
convention of the Central Retail Feed Association. 

We are backing this plan because we have always main- 
tained for our motto “Service to Feed Dealers”, and the 
plan which is suggested is certainly aligned with this policy. 

Today, the success of selling depends mostly on a thor- 
ough knowledge of the product which you are dispensing 

_ and the capabilities that! it has for the benefit of the con- 
sumer. Feed dealers must do more than replenish their 
stock when shelves are low. Farmers are now de- 
manding facts. They send their sons to agricultural col- 
leges; they read literature distributed by these colleges, and 
they are studying feeding from a standpoint of balanced 
rations. They demand that the man who sells them feeds 
should be both a retail merchant and a feed. expert. 

It stands to reason that the man who understands feeds 
and feeding will make a better salesman and realize more 
profits than a dealer who is merely acquainted with the 
buying and selling of products. Consequently, an annual 
feeding school as proposed will help business. 

Every dealer has often experienced the need of more 
knowledge of feeding. An annual short course held at 
Madison, or any other center which may be designated, will 
provide an opportunity to learn to solve not only the mer- 
chandising problems which have been vexing dealers, but 
the new trends in feeding which are continually being made 
known. 


S. O. S. FOR A_ Here’s another reason why feed dealers 
CASH BASIS should change to a cash basis. This 

farm alibi appeared in the Wisconsin 
State Journal. Perhaps you have received a better one, 
but we doubt it: 

“T have your statement showing that I owe you $769.80 
and am inclosing a check for $5, for which please send me 
receipt. 

“T am sorry that I cannot pay you any more at present, 
as I am unable to collect from my customers as money is 
so scarce right now. 

“My own living expenses are terrible and with my store 
and my farm I can hardly get along. I will send you an- 
other payment of $5 when I sell my hay, which should be 
in June. I cannot pay you more at that time for my daugh- 
ter finishes at Bristol this year and that costs a heap of 
money. 

“T thought I could send you a check when I got my 
tobacco money, but it took all I could rake and scrape to 
put in the Delco lights as my wife did not have electricity 
to run the separator, the sewing machine, and the vacuum 
cleaner. Then, too, we had to build a new shed for the 
Ford so we could put the new Cadillac in the garage. 

“I can’t send you the corn money in the fall because 
my son is going to college, and although the lads of today 
are very economical about hats and garters, still a coonskin 
coat costs the old man a lot, and even junkyard Fords come 
rather high by the time they are decorated for college use. 

“I might send you the hog money, but the missus and 
I have planned a trip to Niagara in the fall, and after her 
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working so hard all these years, I think she deserves a trip. 

“All the farmers here are in a hard strait financially 
with strawberries 75 cents a quart this season and the price 
of gasoline as it is. Then, too, there is an epidemic among 
married women to have their plain gold wedding rings plat- 
inized and set with diamonds, and everybody is having their 
tonsils and teeth removed. 

“Maybe next year things will look brighter and I can 
pay you what I owe.” 

MORAL: Feed dealers who change to a cash basis 
don’t have to read alibis. 


A LESSON FROM Where is it more profitable for a 
JOE STRAUB feed dealer to spend most of his 
time—in his office or on the high- 
ways and byways of his territory visiting customers? 
The success of Joe Straub, of the Lomir2 Elevator Co., 
Lomira, Wis., answers this question. He is a dealer who 
is continually out in the field. An article published else- 
where in this issue of The Feed Bag tells of a new live- 
stock buying plan which he follows to keep in contact with 
his customers. Joe’s fine, looming elevator and the general 
air of prosperity all about is positive proof that the plate 
for a feed dealer, if he wants to, attain any degree of suc- 
cess, is out in his territory. 

Joe’s town, Lomira, is similar to any small rural city. 
When farmers have a leisure day they flock to the business 
places and the town is pleasingly busy. But in the busy 
months, during haying and harvest, it is drowsily quiet. A 
dealer who sits back in a chair near his desk and pines for 
business waits in vain. He is losing money and time, and 
will consequently develop a grudge against his territory and 
his place in general. 

Joe Straub has pointed out a practical way. He and 
his little Ford roadster dart all over his territory several 
times a week. No matter how busy farmers are, they will 
always pause a few moments in their harvest fields or on 
a load of hay to talk with Joe. They rest while they do it. 
Many sales result, and if not immediately, frequent calls 
provide forerunners for business when the farmers come to 
town during their leisure hours. 

The day of “come to me”, even in the feed business, 
is past. 


A GOOD WAY A feed dealer is just as unsuccessful as 
TO SUCCEED he thinks. It is not necessary to be 

big to be successful. Patronage is not 
fickle but follows and stays where it is best served. Your 
business need not be large to assure a fair profit. Nor 
does volume indicate a healthy, steady growth. You are 
on the road to success if you have learned to know the 
wants and needs of the people you serve and keep that 
knowledge constantly before yourself. If you are sincere 
in your desire to please; if you are putting into your busi- 
ness all that you have and can get of knowledge and train- 
ing; if you consider your business and your products the 
best in the universe—you’re going to get ahead in the feed 
business, and the devil himself can’t stop you. 
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CRACKED CORN 


Carefully Sifted For Feed Dealer Consumption 


Canada is all wet. 

Our editor-in-chief selected the Do- 
minion for his hpneymoon trip. 

We held down the office in anticipa- 
tion of a nip of good Old Crow. 

He brought back a whole case. 

It’s powerful stuff. 

We expected him back at the desk 
after two weeks. Six have already 
slipped by and he hasn’t reported yet. 

Darn that case—of typhoid fever. 

OK 

An author in the American Maga- 
zine writes an article on “Six Ways 
to Make a Billion Dollars.” He never 
ran a feed business on a credit basis. 

* Ok 

THIS MONTH’S SLOW GUNS 

Money talks on a cash basis; on 
credit, it stutters. 

It’s all right to hatch an idea, but 
don’t be a_ brooder. 

A feed dealer out in his territory is 
worth two in the office. 

Take the “Keep Smiling” sign off 
your door and do it yourself. Custom- 
ers. will follow suit. 


Advertise your goods, not your dis- 
gust. 
UNWISE CRACKS 
Watch crystals 
Ice 
Human skulls 
Plate glass 
Scaffolds 
Safes 
* 
A large majority of modern girls are 
“a-knee-mic,” and they show it. 
* 
PAGE, CASH BASIS 
Here lies the starved form of a shriv- 
elled old gent, 
A feed dealer, whose name was Mc- 
Meddit; 
He insisted on helping poor customers 
cut, 
For which they all gave him much 
credit. 
“Miss Neckerman Is Married To 
Waldemar Groth,” says a headline on 
the society page of a Madison news- 


She evidently did neck ’er man. 
THIS IS REAL ESTATE 
Old Lady: “What’s that awful 
odor?” 
Farmer: “That’s fertilizer.” 
Old Lady: “Oh, for land’s sake.” 
Farmer: “Yes, lady.” 
WOOD YOU BELIEVE IT? 
A farmer accidentally spilled a sack 
of bran on a sawdust pile. 
The cows found it and held a ban- 
quet. 
For a long time afterwards they 
milked toothpicks. 
They stared and climbed wooden 
steps. 
Two of the cows gave birth to calves 
with wooden legs. 
One of the animals died and the 
farmer used her for kindling. 
Some of the cows wooden-t milk at 
all. 
The cattle buyer said to the farmer, 
“I never saw anything like it.” 
“Yes, but they’re ideal for the block,” 
argued the farmer. 
Then chips flew. 
Your turn. You tell one. 


paper. 


“Heat travels faster than cold,” says 
a feed dealer’s youngster to his teach- 
er, “because you can catch cold.” 


Call: Broadway 


Milwaukee 


other grains. 


ARGILL 


Fresh Shelled Corn 


nd 


BEAUTIFUL QUALITY 


3416 for prices when in the market for Corn, Oats and all 
We are equipped to serve you effi- 
ciently from our new Elevator “E” with 1,500,000 
bushels capacity at Milwaukee or from Cargill Ele- 
vators at Minneapolis, Minn., Superior, Wis., and 
Green Bay, Wis. 


CARGILL GRAIN COMPANY 


MILWAUKEE, WISCONSIN 


Keeping Step With Public Demand 


FFERS 
ATS 


Operating elevators with a total stor- 
age capacity of 10,000,000 bushels at 
well located centers. 


Maire ‘ Receivers and Shippers at Milwaukee, 
a. Minneapolis, Duluth, Green Bay and 
3 Buffalo. 
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Make Ads Work In Shirt Sleeves 
To Get Best Results 


Fancy Copy Written For General Purposes Should Be Discarded 
Words And Headlines Must Appeal To Buyer's Personal Interest 


HE publisher of a local paper, 

i who prepares a great deal of 
the copy for the retail merch- 

ants and service concerns in his com- 
munity told me, not long ago, that he 
adapted most of his advertisements 


from those in a national weekly. I 
told him they sounded 


granted that we wish we were some- 
thing else!” 

Fortunately, you find here and there 
flour and feed dealers whose advertis- 
ing shows that they are not concerned 
so much with fine words and phrases, 
but are going after the local flour and 


the taste which creates expectation of 
a savory meal.” 
Sure Fire Headlines 

If you write your own feed and flour 
advertisements or pass upon them be- 
fore they get into print, there are two 
principles that are almost sure-fire for 
headlines. 


like it. Also that he 
was weakening the pull- 
ing power of his col- 
umns and doing his ad- 
vertisers an injustice by 
not getting down to 
brass-tacks on what the 
people of the neighbor- 
hood were interested in. 


Here’s the way he 
starts off for a retail 
merchant: 

“The Law of Copy- 
right Protects New 
Ideas—But there are 
circumstances where 


new ideas come so rap- 
idly and pass into dis- 
use quickly to make 
room for newer ones 


Perfectly Balanced Rations 
Mean Better Poultry for You 


and better poultry means more profit whether you 
grow for the market or want plenty of eggs when 
eggs command much money. 


PURINA Chicken Chowder and Hen Chow are 
preparations which have been mixed by experts 
and they provide the perfectly balanced rations. 
Not alone are they perfect foods, but they cost 
little and do much. 


WE FEATURE BOTH 


Berkshire Flour and Grain Co. 


Depot St., Just off North St. 


Phones 2606-2607 


1: You can’t use the 
word “you” in too many 


headlines. 
2: You nearly 
always get attention 


with a timely question. 


A combination of the 
two is very effective. 


You can achieve the 
desirable homely kind 
of headlines and adver- 
tising by keeping 
these principles in mind. 
It is not a new idea that 
“you” is one of the most 
powerful words in ad- 
vertising but new illus- 
trations of its attractive- 


which better fit the very 
latest demands.” 
Says Which—And Why 

Are things like that good for inter- 
esting people in flour and feed? They 
make most people ask, like one of Oc- 
tavus Roy Cohen’s famous colored 
characters: 

“Says which?” 

Flour and feed dealers in different 
parts of the country are getting ad- 
vertisements like that, prepared for 
them by the local papers, or supplied 
by ready-made services. It is of the 
kind that drew a protest from James 
Weber Linn, professor in English at 
the University of Chicago, lecturer and 
1ewspaper contributor: 

The Country Club Basis 

“Bed springs, automobiles, candy, 
hair restorer, fly paper—everything is 
advertised nowadays on which might 
be called the country club basis. And 
personally, I think the advertisers have 
got us wrong. I don’t think we fall 
for their stuff. I think that if goods 
were offered us on the basis of proof 
that we as individuals would like them, 
would be made more comfortable or 
more efficient by their possession, we 
would buy more. We are what we 
are. So much advertising takes for 


The above advertisement is an example of a simple straight- 
forward style. 


Note the use of ‘‘you’’ in the 


feed business by making the people the 
central figures in their advertising— 
the people who are likely to use flour 
and feed. 

We Use Too Many Words 

“Advertising copy, it seems to me,” 
said Odds Bodkins in Advertising and 
Selling Fortnightly, “should deal with 
feelings, problems and experiences ra- 
ther than words. We use too many 
words. We don’t think enough of 
problems and experiences of men and 
women and let ourselves feel with 
them.” 

These flour and feed dealers who 
are aiming directly at the flour and 
feed prospects use good headlines. 
Whether they can dash them off easily 
or have to work hard for them is im- 
material; a good headline is necessary 
if the advertisement is to be read at 
all. 

“The headline is important because 


it is there to attract attention, to arouse _ 


interest, to summarize an idea, and to 
cause the reader to follow’ the 
rest of the copy,” said Hobart Wise- 
man, in Printers’ Ink. “The headline 
is the barker in front of the show; the — 
bell at the door of the dining room; 


THE FEED BAG—SEPTEMBER, 1927 


headline. 


ness are constantly com- 
ing up. 
What Interests the People 

Richard Washburn Child, the nove- 
list, tells of the editor of a great na- 
tional magazine who asked him: 

“What interests the people most to- 
day?” 

“T said, ‘Themselves—not only today 
—always.’ 

“The most fascinating person alive 
is you. 

“Of course, he is! Of course, she 
is. Because that particular he or she 
is the center of the universe. If there 
were no he or she, which can be called 
‘me’ or ‘you,’ there would be no uni- 
verse so far as we are concerned.” 

Do you talk to people about the 
“copyrighting of ideas’ when they 
give you a chance to talk business 
in person? You both talk about what 
is of most concern to both of you. 

“You” May Be Implied 

Now, I do not mean that the word 
“vou” must always be in the headline. 
It can be implied. 

Want a good flour and feed ad? 

That'll get attention?. 

Get a good headline! 

Right there is a good example of 
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the importance of making each line of 
the headline have the right number of 
words. You can see for yourself how 
it illustrates what the adveftising ex- 
pert means when he says, “It is pos- 
sible by splitting a phrase, to produce 
voice inflection, feeling, emphasis and 
shades of meaning.” 


Questions Provoke Attention 

Those two questions? 

“One way of carving a big thick 
slice of the melon of attention is to 
employ question marks, with questions 
attached,” says Richard Surrey, in 
Printers’ Ink Monthly. “A question is 
more provocative than a statement. It 
is much more liable to start a train of 


thought. It is much more liable to 


“Why try to make old Geo. W. 
do advertising work all dressed 
up in frock coat and a plug hat 
and cuffs on his ankles, when we 
work so much better in shirt 
sleeves?”—Bernard J. Mullaney. 


draw a response. 

“If, in a crowd, you hear a voice 
behind -you, asking a companion, 
‘What's the time, Ethel?’ isn’t it true 
that you often subconsciously look at 
your own watch? 

“Or, if, in a bus, you hear one per- 
son asking another—What’s that big 
white building over there, Frank?’—the 
name of it is apt to spring to your 
tongue immediately, and if Frank can- 
not answer, the impulse is strong for 
you to lean back and supply the in- 


Ever Since 


BIG 


was placed on 


preciated. 


to use it. 


1880, it has catered especially 
to Family Trade in territory 
adjacent to the Mill. Our best 
trade is where flour is best ap- 
BIG JO is not a 
popular priced Brand. 
popular only because of its 
superiority, not price. 
high priced, but it is economy 


the market, in 


It is 


It is 


BIG JO 


SELLS BEST BECAUSE 
IT IS BEST. 


MADE BY 


WABASHA ROLLER MILL 
COMPANY 


WABASHA, MINNESOTA 


formation. 
Homely Words Are Best 

“Or again, if in a Pullman, the con- 
versation going on beside you is con- 
fined to a straight narrative or a dull 
exposition of some humdrum subject, 
your mind is liable to remain intent 
upon your own affairs. But, if one of 
the speakers suddenly fires a question 
at the other, it is very likely to punc- 
ture your own day-dreaming conscious- 
ness.” 

Yes, they. are simple and homely 
ways of starting off flour and feed ad- 


vertising—these questions, these 
“vous” and “ifs” “probablys” and 
“maybes.” 


But most people who buy flour and 
feed think and talk like that. 


THE EQUITY PRODUCE CO., 
Baldwin, Wis., was damaged slightly 
by a fire caused by a spark from a 
locomotive. 


D. KAMMER, of Kammer & Wilk, 
wholesale flour and feed dealers, Lady- 
smith, Wis., accompanied by his wife, 
returned from a 2,500 mile motor trip 
through the Southwest. H. E. Wilk, 
of the same firm, and Mrs. Wilk, are 
now enjoying a four weeks’ motor trip 
through Missouri and Iowa. 


The Dairy Cow 


Requires Rich, 
Milk-making 
Feeds 

Our Western Alfalfa 
Meal is a depend- 
able healthful dairy 
feed. Uniform in 
texture and color. 


Contains no excess 
moisture. 


Alfalfa Meal 


May be fed without 
waste. Contributes 
value to the ration 


—and Cows 
like it. 


Write or Wire Us For Quotations 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bldg., 
ST. LOUIS, MO. 


LAMAR, COLO. 
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Editor Tells Merits Of Cash Basis 


To Eastern Feed Dealers 
Says That Man Who Gives Credit Is Not Honest With People 


Relates Success Of Wisconsin Dealers In Convention Talk 


By David K. Steenbergh 


S I stand before you men and 
A realize how little I know of 

the feed business as compared 
with all you have learned in your years 
of experience, I am reminded of a 
story I heard a few days ago. 

A saloon keeper-politician had been 
running for various offices for many 
years and finally was elected to a minor 
position. He went to an old justice 
of the peace to be sworn in. 

Qualified to Serve 

“Justice,” he said, “I’ve been duly 
elected to the council and I want to 
be sworn in and qualified to serve.” 

“All right,” replied the justice. “I 
can swear you in, but all hell can’t 
qualify you.” 

There is a big bell in the city hall 
tower at Milwaukee that is inscribed 
as follows: 

“When I sound the hour of day, 

From this grand and lofty steeple, 

Deem it a reminder, pray, 

To be honest with the people.” 

Honesty in Business 

That is a wonderful phrase and 
bringing it down to our subject, let 
me ask the feed dealers—are you hon- 
est with your people? When you sell 
your merchandise you get cash for 
some of it and put the rest on your 
books for sixty days or six months and 
even longer. Is that being honest with 
your customers? Don’t you think the 
customer who pays cash is entitled to 
a better price than the one whose name 
is all over the books? No matter how 
zood any man is—isn’t there always 
an element of risk? The only differ- 
ence between an insurance company 
and the average feed dealer is that the 
insurance company gets paid for tak- 
ing risks. 

There is no question but that com- 
petition is getting keener every day. 
To hold your own it is absolutely es- 
sential to keep your working capital 
immediately available when markets 
present good opportunities so that you 
can buy when stuff is right. All the 
good opinions you may have of the 
market aren’t worth a tinker’s dam, if 
vou haven’t the wherewithal to carry 
them out. I don’t mean that you should 
or must speculate to make your profit, 


eration. 


chant. 
Central Retail Feed Association. 


change.” 


account of the annual convention of the Eastern Federation of 
Feed Merchants, held at Buffalo, June 28-29, as published in the 
July issue of the Feed Merchants Bulletin, official organ of the fed- 


T article herewith and the following item are reprinted from an 


“David K. Steenbergh of Milwaukee, Wis., spoke on ‘Cash or 
credit’, a subject close to the hearts and pocketbooks of every feed mer- 
Mr. Steenbergh is editor of The Feed Bag and secretary of the 
In these important offices he is con- 
stantly in touch with the subject of his address. 
trend in the central states away from credit accounts to a strictly cash 
basis and told graphically how such a transition could be accomplished 
without loss of trade and without offense to customers. 

“Most of the reasons for continuing to carry credit are only in 
the minds of the merchants and do not exist in reality, he said. If you 
put the matter fairly to your trade and explain the great cost of carry- 
ing charge accounts your customers will thank you for making the 


He has watched the 


Lut when a commodity you handle gets 
right in price—in line with the yearly 
low averages—you need and _ should 
have your working capital available 
to be put to work. You can’t have it 
if it is all in your charge accounts. 


The Feed Bag Objectives 

We started The Feed Bag two years 
ago and in our first editorial announced 
two objectives which, in our opinion, 
would benefit the feed trade. 

1. To organize a feed dealers’ as- 
sociation for the Middle West. We are 
proud to say that this has been ac- 
complished and our second annual 
meeting was held July 12 and 13. 

2. To promote the cash store idea 
in the retail feed trade. Almost every 
month now The Feed Bag announces 
that another dealer has seen the light 
and is changing from a credit to a 
cash basis of doing business. 


Trindal Sees the Light - 


Friday morning we received a letter 
from Orin Trindal at Loyal, Wis. He 
sent us his advertisement which has 
appeared in a local paper. Here it is: 

“On July 1 we are putting our busi- 
ness on a strictly cash basis, which 
means that we positively will not ex- 
tend any credit to anyone rich or poor 
or regardless of how good his credit 
rating may be. If they are good, they 
can get money at the bank, which is 
what we have had to do in the past 
to carry their account. And to anyone 
that cannot get credit at the bank, we 
certainly should not be expected to ex- 
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tend credit. 
No Credit to Dealers 


“I believe there are some people who 
are under the impression that we get 
credit on merchandise we handle. We 
want to take this opportunity to in- 
form you most emphatically that we 
do not receive any credit. Every item 
we handle comes to us under bill of 
lading, sight draft attached, which 
means that we have to pay for the 
merchandise before we break the seal 
en the car door. 

“If we get in a car of feed and 
put most of it out on credit, how on 
earth are we going to replace it unless 
we go to the bank and borrow money? 

“So you can readily see that when 
we let a man take away a load of flour 
and feed on credit, we might as well go 
down in our jeans and lend him the 
cash, as that flour and feed represents 
cash to us. 

“We believe that any fair minded 
person will:agree with us that as long 
as we are forced to conduct the buying 
end of our business on a cash basis, 
it is no more than fair that we should 
conduct the selling end on the same 
basis. 

Square Deal to All 

“And furthermore, it is not fair to 
expect the man, who comes to us 
regularly and pays spot cash, to pay 
the same prices as the credit customer 
who expects us to carry his account 
from 30 days to 12 months. We feel 
that two prices, a cash price and a 
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credit price, would prove unsatisfac- 
tory, and that the only fair way to 
everybody concerned is one price for 
all, on a strictly cash basis. 

“The cash system will relieve us of 
the load and expense of carrying thou- 
sands of dollars of open accounts on 
our books, which saving we will en- 
deavor to reflect in our prices to the 
customers who care to co-operate and 


stay with us on a cash basis. 
“Yours for more business and a 
square deal to all.” 
Doubt Halts Progress 
You must admit the truth of what 
Mr. Trindal says in his advertisement, 
but I am sure you are saying in your 
mind, “Will he get away with it?” or 
“that may be all right for him way 
cut in Wisconsin, but it wouldn’t work 


SUCAREO MOC FEED 


For Better Pork 


Bach every sack stands the INSTITUTION 
asa FULL GUARANTEE 


back for more. 


Minneapolis, Minnesota 


INTERNATIONAL Feeds are guaranteed to produce 
‘‘better results at lower cost.’’ This guarantee is backed 
by a million dollar company which has been making 
scientifically balanced feeds for twenty years. 

You can sell these guaranteed feeds with more con- 
fidence—your customers buy with confidence, and come 


The story of International Guaranteed Feeds is being 


told through farm papers and by radio to feeders in the 
Middle West and Northwest. 


Ask an International Man or write for dealer proposition. 


INTERNATIONAL Sugar Feed Co. 


sel INTERNATIONAL 


SUGARED FEEDS Foa GREATER PROFITS 


Memphis, Tennessee 


MODERN 


MINNEAPOLIS: 


WATERPOWER MILLS 
MINN. 


with me.” I can tell you in all con- 
fidence that Trindal will get away with 
it and I also firmly believe that every 


‘retail dealer can get away with a cash 


basis, too. 

Let me tell you of some adventures 
in cash business with which I am fa- 
miliar. A retail feed firm of one of 
Milwaukee’s suburbs started several 
years ago in a city of 8,000 with in- 
structions to the manager not to put 
a cent on the books or he would have 
the charges deducted from his salary. 

Getting High Prices 

For the first eight months things 
looked pretty bad. The sales averaged 
less than $35 per day. Then they 
started circularizing the farmers, and 
gradually enlarged, until today it is 
one of the largest firms in the North- 
west, and is doing a business of $550 
per day. 

They are getting the highest retail 
prices of any that I know in the state 
and their business is showing an in- 
crease every month. 

The Sussex Co-operative Co., Sussex, 
Wis., began the cash plan on February 
1, 1927. In this case the customers 
are all stockholders and voted the 
cash plan as most efficient and eco- 
nomical. Jule Moyer, Lodi, Wis., 
changed to the cash system November 
1, 1926, and now, after eight months, 
reports that he never had a slump and 
his sales volume has steadily increased 
since the change. In the first four 
months his charge accounts were re- 
duced from $7,500 to $4,000. 

Value of Bank Accounts 

Is a book account a tangible asset 
when it can be reduced less than 50% 
in eight months without one cent be- 
ing added? 

The Oconto Milling Co., Ocon- 
to, Wis., reports after six months’ 
trial of the cash plan: “The cash busi- 
ness is working good. We are selling 
more now than we formerly did with 
cash and charges put together. . We 
surely would not go back to the old 
system. The first two weeks were 
kind of hard, but all one has to do is 
hold a stiff upper lip and draw the line 
to all.” 

The Fred Eckhart Co., Viroqua, 
Wis., largest retail feed dealers in the 
state of Wisconsin, changed to a strict- 
ly cash basis January 3, 1927. 

They wrote their customers that 


(Continued on Page Twenty-four) 
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Dense Population Makes Northeast 
Banner Market For Feed 


12% Of Cows and 10% Of Chickens Located In This Area 
In New York Purchases 85% Of His Feed 


Average Farmer 


EOPLE don’t eat feeds. But the 
P importance of the great north- 
eastern market for feeds is 
caused directly by the density of pop- 
ulation in that territory. The millions 
of people living there, largely crowded 
into cities and manufacturing towns, 
have to be fed. To supply part of their 
daily needs considerably more dairy 
cows, poultry, and other animals are 
kept nearby than the farms there can 
support profitably, so that large quan- 
tities of feed must be brought in from 
other areas. Corn and oats from the 
Central West, where feeds from the 
Northwest, the Southwest, and Canada, 
gluten feed and hominy feed from corn 
from the corn belt, cottonseed meal 
from the South, and linseed meal. 
crushed from Argentine flax, all move 
in substantial amounts to help feed the 
animals of the Northeast. 
Density of Population 

Over one-fourth of all the people of 
the United States live in four per cent 
cf its area, represented by the six states 
of New York, New Jersey, Pennsylva- 
nia, Massachusetts, Connecticut, and 
Khode Island. Their daily requirements 
attract food by the trainload from many 
sections of the United States and of 
the world, but certain foods are advan- 
tageously produced close by. Accord- 
ingly twelve per cent of the dairy 
cows and nearly ten per cent of the 
chickens in the United States are con- 
centrated in that four per cent of its 
area, along with about six per cent of 
the horses on farms. These animals 
require considerably more feed than 
the relatively unproductive soil there 
can produce to advantage, particularly 
since the competition for the ground 
for pleasure purposes and for truck 
gardening in many localities tends to 
reduce the amount available for feed 
production. Where farmers in the 
Central West plan to grow all their 
feed except a small amount of ‘igh 
protein concentrates, many of those in 
the Northeast expect to buy the bulk 
of their grains and other concentrates 
year in and year out. 

Large amounts of feed are purchased 
yearly by this territory, although just 
how much is not known, especially 
since large amounts are mixed and 
proprietary feeds are used, including 


varying amounts of different feeds. 
Studies of a large number of dairy 
farms in south central New York show 
that only about 15 per cent of the 
grain and other concentrates fed to 
horses and cattle there was produced 
on the farm. The other 85 per cent 
was purchased, averaging a little over 
$1,300.00 per farm in 1923-24 and rep- 
resenting 35 per cent of the farm ex- 
penses, by far the largest single item. 
Many poultry farms produce even a 
smaller proportion of their own feed 
than did these dairy farms New York 
conditions are probably roughly typical 
of the area since reports indicate that 
New England farmers buy a larger 
proportion of their feed than New 
York farmers but that Pennsylvania 
farmers grow a little more of their 
own rejuirements than is the case in 
New York. Of course, there is a wide 
variation from section to section with- 
in this territory, depending upon the 
type of farming which is common. 
Poultry farmers in Long Island buy 
practically all of their feed but some 
farmers in grain producing sections of 
western New York and in some parts 
of Pennsylvania probably buy only 
limited amounts. 

Out of a total of 8,080,000 pounds of 
grain and other concentrates fed to 
horses and cattle on 121 dairy farms 
in south central New York, less than 
1,300,000 pounds were grown on farms. 
The grains grown consisted of corn 
and oats, together with smaller 
amounts of barley, wheat, buckwheat, 
smaller amounts of various grain mix- 
tures, such as oats and barley sown 
together. These farmers bought near- 
ly twice as much corn as they raised, 
not counting the corn used for silage, 
and purchased nearly as much oats, 
mostly as ground oats, as they grew 
on their farms. 

Prices High, But Relatively Stable 

Feeds are comparatively expensive in 
the Northeast, as is to be expected. As 
long as substantial amounts of feeds 
have to be drawn from other sections 
the prices have to be higher than in 
surplus producing areas by at least the 
margin of freight rates and reasonable 
handling costs. Farm prices of corn 
in the states given averaged 98c per 
bushel on December 1, 1926, against 
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58c in the principal corn belt states 
and oats at 58c were almost proportion- 
ally as much higher than the 35c given 
for some surplus states. Bran and 
cottonseed meal are also quoted as 
much higher figures than in the areas 
which have an abundance of these 
feeds. But since freight rates mostly 
remain constant and handling costs 
are nearly so, the fluctuations here 
even in wholesale prices are relatively 
smaller than in surplus areas. This 
stability becomes more pronounced 
when the prices paid by farmers to re- 
tailers are considered rather than 
wholesale quotations. 

But the prices of milk are also high- 
er in the Northeast than in the Cen- 
tral West, while many of the eggs and 
chickens produced in this consuming 
area find a special market at remuner- 
ative prices so that demand from the 
Northeast may be expected to remain 
broad. The number of milk cows there 
has shown a slight decline in recent 
years but some cities are becoming 
uneasy about the adequacy of their 
future milk supply. On the other 
hand, the number of poultry in the 
territory has increased sharply since 
1920. Aside from the usual seasonal 
fluctuations, the demand for milk is 
Guite stable and close at hand poultry 
products are likely to have a perma- 
nent market advantage. 

Conditions Affecting Purchases 

Naturally the amount of feed taken 
by this section is influenced by the lo- 
cal crops of grain and of hay. Home- 
grown grains constitute only a small 
proportion of the amounts fed but short 
crops of roughage tend to increase the 
amounts of concentrates required. In 
addition the ratio between the cost of 
feed to the farmer and the prices re- 
ceived for milk and eggs is of decided 
importance to the dealer selling feed 
to this territory, since dairy and poul- 
try farmers can vary their feeding 
practices materially in response to 
price. Given good prices for milk and 
relatively cheap feeds farmers tend to 
increase milk production through heav- 
ier feeding of concentrates. On the 
other hand, if the ratio between feed 
costs and milk prices is less favorable 
the tendency is toward a decreased 
use of concentrates and a lessened milk 
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Corn an Important Feed 

For about 90 farms in south central 
New York corn and corn products 
made up nearly one quarter of the feed 
purchased for cattle and horses in 
1922-23 and 1923-24. Corn meal aver- 
aged about 3.5 per cent and whole 
corn nearly half a per cent, while glu- 
ten feed with about 13 per cent of the 
total feeds purchased was the largest 
single :tem. Hominy feed constituted 
about 7% per cent. 

Wheat bran and middlings accounted 
for 6 per cent and 2 per cent respec- 
tively while linseed meal represented 
about 5 per cent. Cottonseed meal 
made up only about one per cent of 
the total in 1922-23 and 1923-25 but in 
the previous year this feed had repre- 


sented over 3 per cent and the reduced 
proportion in the latter two years may 
reflect in part the increased use of 
mixed feeds which doubtless contain 
some cottonseed meal. Mixed feeds 
amounted to about 55 per cent of the 
purchased feeds. Beet pulp, brewers 
and distillers’ dried grains, and malt 
grains amounted to about half a per 
cent each of the total purchases. The 
amounts fed to poultry are not avail- 
able. Poultry on these farms averaged 
a little over 100 head and were their 
requirements included the total might 
be changed to a slight degree. 
These percentages agree fairly well 
with the many replies of New York 
feed dealers to a questionnaire sent out 
by Cornell University covering the 
season 1923-24, particularly when it is 


‘‘Eureka”’ 


Just when it’s 


Superiorities 


De Luxe 
No- 1-B Corn Cutter 
(8000—10000 Lbs. 


Comes the finest Corn Cutter Ever Devised 


One-piece screen with more perforated 
area than any other cutter’s. 


Screen in closer contact with knives. 


Screen can be taken out and replaced 
almost instantaneously. 


A better method of adjusting and 
changing knives—easier and quicker. 


Perfect accessibility and simplicity. 


Improved results—Less Power. 


A series of five pictures will be sent those interested. 


Capacity) 


Most Needed 


S. HOWES Inc. 


SILVER CREEK, N. Y. 


move to farmers? 
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considered that the study given above 
covered only the feeding of cattle and 
horses in one area while the replies 
from dealers came from all sections of 
the state. These statements indicated 
that about one-quarter of the tonnage 
of feed sales was made up of corn, 
cracked corn and corn meal in nearly 
equal proportions. Gluten feed with 
about 8 per cent and hominy feed with 
nearly 4 per cent brought the total for 
corn products up to around 37.5 per 
cent of the total sales. Corn and oats 
ground together accounted for about 
7.5 per cent while ground oats repre- 
sented a little over 4 per cent. Wheat 
bran and middlings with about 10 and 
7.5 per cent respectively and wheat feed 
with 5.5 per cent constituted about 22.5 
per cent of the total. Mixed feeds of 
many brands showed approximately 20 
per cent while linseed meal and cotton- 
sced meal amounted to 2.5 and 1.3 per 
cent respectively and miscellaneous 
feeds, including beet pulp, buckwheat 
middlings, brewers’ and distillers’ dried 
grains made up nearly 3.5 per cent of 
the total. 
Retailer Is Important 

How do the feeds in this territory 
Again the best in- 
formation is available for New York. 
Most farmers buy at retail and in rel- 
atively small lots, according to Cornell 
University. A good share of the feed 
is bought on credit throughout the 
year and credit sales are particularly 
large in the spring when the opening 
of spring work strains the finances of 
many farmers. A few substantial farm- 
ers buy in large lots and take delivery 
at the car door but even the co-opera- 
tive feed buying associations which 
were begun on the basis of cash sales 
and car door delivery have found it 
advantageous to add storage facilities 
and to extend credit. Many but not 
all of the dealers grant discounts for 
cash purchases in large lots but 18 out 
of 67 stores make no allowance for 
cash nor for car door delivery. Most 
dealers give no discounts for large 
purchases when the feed is bought on 
credit. 


W. SPRINGER, Whitehall, 
Mich., sold his flour and feed business 
to A. Staffer. 


I. M. CUTLIP has installed a feed 
mill at New York Mills, Minn. 


G. A. BARRETT & SON will open 
a feed mill at Princeton, Minn. 


THE FALL RIVER SEED CO., 
Fall River, Wis., has incorporated with 
a capital of $25,000. They will operate 
a seed, grain, flour and feed. business. 
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Sixtieth Birthday Of Galesville 
~ Mill Is Celebrated 


Farmers Leave Harvest Fields To Honor Pioneer Industry 


All Enjoy Good Time At Picnic Given By Reitmann-Davis Co. 


VER 2,500 farmers had a good 
O time at a picnic held to cele- 

brate the sixtieth anniversary 
of the Galesville Mill, Galesville, Wis., 
on August 4. 

Henry D. Reitmann and Ben W. 
Davis, present managers of the mull, 
made a big day of it in paying tribute 
to the memory of the pioneers, Timo- 
thy Davis, and his son, Wilson Davis, 
both now deceased, who built Gales- 
ville’s first flour mill sixty years ago. 
And the farmers and townsfolks re- 
sponded; to the invitations which were 
sent out and joined with them in the 
celebration. Despite the fact that it 
was in the midst of the busy harvest 
season, the rural folks left their farm 
duties and came from miles around to 
attend. 


Live Program 


The program opened at 9:30 a. m., 
with a concert by Huntley’s orchestra. 
Mayor O. D. Withrebee, of Galesville, 
gave a short talk, and he was followed 
by W. S. Wadleigh, who reviewed the 
progress of the city. A. J. Kramer, 
director of state cow testing associa- 
tions, spoke on the value of testing or- 
ganizations to farmers. 

At noon the crowds were served a 
luncheon of coffee, wiener sandwiches, 
and ice cream, while Herberg’s orches- 
tra played several selections. In the 
afternoon the guests enjoyed them- 
selves at dancing in the park pavilion. 
Children vied in races and games and 
were awarded many prizes. 


Farmers Play Ball 


The feature of the day was a base- 
ball game between two farmer teams, 
the Buster Brown Giants vs. George 
Deeren’s White Sox. A purse of $5 
was awarded to the winning team. 

The Galesville mill was built in 1867 
by Mr. Davis and son, who came from 
Elkader, Ia., and bought the present 
site. The first structure was a lime- 
stone building seven stories high. It 
was destroyed by fire in 1898, and the 
present Reitmann-Davis mill was built 
above its ashes. 

Pleased With Results 

R. D. Reitmann, one of the present 
cwners of the mill, was enthused with 
the celebration, and writes the follow- 
ing to The Feed Bag: 

“We are enclosing a poster giving 


= 


The present Galesville Mill replaces the old structure built sixty years 


ago and destroyed by fire in 1898, 


you particulars on our sixtieth anni- 
versary and picnic which was _ held 
August 4. We had a gathering of about 
2,500 farmers present at the picnic, 
and it certainly was enjoyed by our 
farmer friends. 
Builds Good Will 

“We believe that the picnie will do 
more towards promoting a good feel- 
ing among the farmers than anything 
we have ever done. Farmers surely 
showed us that they appreciated the 


C. E: HIGBIE, Rio, Wis., has been 
engaged by I. W. York & Co., Portage, 
Wis., to represent the firm in Wiscon- 
sin. Mr. Higbie was formerly with 
the Deutsch & Sickert Co., Milwaukee, 
as a_ representative in the Middle 
West, where he is well-known among 
alfalfa hay shippers and buyers. 


MILL DAMAGED 

Damage estimated at $5,000 was 
caused by fire which threatened to des- 
troy the Boulay Bros. mill, Fond du 
Lac, Wis. The blaze, which started in 
a pile of rubbish, penetrated the roof 
and walls of the building. Several hun- 
dred bushels of corn and other grains 
were destroyed. Only a small part 
of the loss was covered by insurance. 
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It is owned by the Reitmann-Davis Co. 


picnic by turning out the way they 
did, when they were all busy with 
their harvesting. 

“The baseball game was played by 
two farmer teams which were gathered 
together by two of our most prominent 
farmers. 

“It was worth our efforts, and we 
believe that all feed dealers would 
profit by a picnic such as this at least 
once a year. It is going to be an an- 
nual affair with us.” 


JOHN JOUNO, of the Donahue- 
Stratton Co., Milwaukee, spent the 
week end at Minneapolis on business. 


KRUEGER BROS. ELEVATOR 
CO., Forest Junction, Wis., is wreck- 
ing its old grain elevator. It will be 
replaced by a warehouse. 


E. F. LINDOW, Medford, Wis., has 
purchased the interest of his partner 
in the flour and feed business, and will 
operate as E. F. Lindow & Co. 


F. P. BUSHMAN, Sawyer, Wis., 
has taken out a patent for “Deluxe 
Wheat Cereal,” a new breakfast food 
which he is manufacturing and market- 
ing. 
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T. H. BUNTROCK, manager of the 
Farmers’ Milling Co., Inc., Embarrass, 
Wis., has received patent rights on a 
dust collector to be used in connection 
with an attrition feed mill. Mr. Bunt- 
rock is organizing a company to dis- 
tribute the machine and will begin 
manufacture of the machine by Sep- 
tember 15. 


GTRUVENS, 


MEAL, 


Poutry & 


Made from the Whole 


Menhaden Fish 
Fresh from the Sea 


55/60% Protein 

15/20% Bone Phos. of Lime 
Less than 1% Fibre 
Natural Iodin 
Anti-Rachitic Vitamins 


A study of this analysis will 
tell you why there are no 
weak-legged fowl or animals 
in the sturdy, thrifty stock 
fed STRUVEN’S FISH 
MEAL. It builds the kind 
of stock that makes good 
customers for you. 


WRITE FOR SAMPLES 
AND PRICES. 


Charles M. Struven & Co. 


114-116-C S. Frederi¢k Street 
Baltimore, Maryland 
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RELIABLE SERVICE! 


Morrison Leaves Wisconsin 
Goes To New York 


University of Wisconsin agri- 

cultural college, who, with 
Professor J. G. Halpin, conducted 
the feeding school at the recent con- 
vention of the Central Retail Feed As- 
sociation, has been appointed director 
of the New York state experiment sta- 
tion. He will have supervision over 
the New York state experiment sta- 
tion at Geneva, the Cornell Univer- 
sity Experimental Station, and the as- 
sociated research activities of these 
two institutions, including the branch 
experiment stations in various districts 
of New York. He will live in the di- 
rector’s home on the experiment sta- 
tion grounds at Geneva, but. will give 
such time as required to the experi- 
nental and research activities of the 
state colleges of agriculture and home 
economics of Cornell which are located 
at Ithaca. 

The two New York experiment sta- 
tions have long held an enviable po- 
sition among the experiment stations 
of this country, and their research 
work along many lines has attracted 
world-wide attention. 

Among live stock men, Professor 
Morrison is widely known on account 
of his authorship of the late editions 
of Feeds and Feeding, which has come 
to be the standard authority on stock 
feeding in the United States, Canada, 
and several other countries. One of 
his books, Feeds and_ Feeding, 
Abridged, is widely used as a secon- 
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When in the Market for Straight or Mixed Cars 


GROUND GRAIN or FLAX SCREENINGS 
WHOLE or GROUND MILL OATS 
WHOLE or GROUND BARLEY 
FEED GRAINS 


GET IN TOUCH WITH 


THE HAERTEL-PHELPS COMPANY 


OIL MEAL 
GROUND FEEDS 


Minneapolis, Minnesota 
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Prof. F. B. Morrison, center, leaves 
Wisconsin to go to New York. Left, 
Professor Morrison’s son and right, 
Prof. J. G. Halpin. 


dary school text book. 

In 1915 Professor Morrison formu- 
lated the Morrison Feeding Standards, 
which are based primarily upon inves- 
tigations conducted at various Ameri- 
can experiment stations, and which 
have displaced the older German feed- 
ing standards. 

He has taken an active interest in 
the activities of the Central Retail 
Feed Association, and his feed dealer 
friends will be pleased to learn of his 
promotion. 

Professor Morrison joined the Wis- 
consin College of Agriculture in 1921. 
For the first three years he was in the 
agricultural chemistry department, but 
later was transferred to animal hus- 
bandry, in which position he took 
charge of investigations in the feeding 
of cattle, sheep, swine, and_ horses. 
He has had charge of the work since, 
and has also taught a general course 
in livestock feeding. 

He is a member of the national re- 
search council committee on nutrition, 
the American Association for the ad- 
vancement of science, the American 
Chemical Society, the American Dairy 
Science Association, and a member and 
a past president of the American So- 
ciety of Animal Production. 


THE FARMERS’ ELEVATOR 
CO., Rothsay, Minn., is installing a 
cleaner and feed mill. 


ARLINGTON MILL CO., Arling- 
ton, Minn., was destroyed by fire re- 
cently. The loss was $18,000. 


R. KUEHNE, Seymour, Wis., 
bought the Seymour elevator recently. 


H. F. FISHER has opened a flour 
and feed business in the old Blodget 
elevator, Beloit, Wis. 


4 


Caution In Dealing With Salesmen 


Prevents Legal Disputes 


Signed Order Is A Contract; All Oral Promises Are Void 
Agent Must Be Authorized By Company To Receive Payments 


By Leslie Childs 


ITHOUT doubt, the great 
V \ majority of retail merchants 
do the greater part of their 
buying from traveling salesmen. It 
is probable that nine-tenths of the 
litigation engaged in by merchants 
over the purchase of goods is primarily 
caused by misunderstandings and care- 
lessness on the part of both merchants 
and salesmen when goods are ordered. 
It follows that a brief review of the 
important points to bear in mind when 
ordering goods from traveling sales- 
men may help even the best informed. 
In the first place, the merchant 
should not lose sighi of the fact that 
when he signs an order he is signing 
a contract, and that the terms written 
thereon constitutes the whole agree- 
ment. For this reason care should be 
exercised to see that the order con- 
tains just what the merchant desires. 
This of course implies a careful read- 
ing of the order by the merchant be- 
fore it is signed. 
We now come to the questions of 
representations and promises that may 
be made by the salesman. In respect 


Hamlet On Cutting Prices 


Printed in House Organ Review 
With Apologies to Shakespeare 


To cut, or not to cut—that is the question; 
Whether ‘tis not better in the end 

To let the chap who knows not the worth 
Have the business at cut-throat prices; 

Or to take up arms against his competition, 
And by opposing cut for cut, end it. 

To cut—and by cutting put the other cutter 
Out of business — ‘tis a consummation 
Devoutly to be wished: To cut —to slash! 
Perchance myself to get it in the neck — 

Aye, there's the rub; for when one starts to meet 
The other fellow's prices ‘tis like as not 

He's up against it good and hard. 

To cut and slash is not to end confusion 
And the many evils the trade is pestered with; 
Nay, nay, Pauline — ‘tis but the forerunner 
Of debt and mortgage such a course pretends, 
‘Tis well to get the price the goods are worth 
And not to be bluffed into selling them for what 
So-and-So will sell his goods for. 

Price cutting doth appear unseemly 

And fit only for the man who knows not 
What his goods are worth, and who, ‘ere long 


to these, the merchant should insist 
that they be written in the order, if 
they are material and influence the 
buying. This is true because, regard- 
less of the good faith of the salesman, 
if his firm declines to live up to his 
oral promises the merchant may have 
no recourse, unless such promises are 
written in the order. 

The reason for this is that the courts 
will quite generally forbid any proof 
of oral conditions being introduced to 
vary or change the terms of a written 
contract. It follows, that the order 
as written and signed is the thing, and 
the merchant must depend upon it for 
all his rights in the transaction. He 
will not be allowed to change the writ- 
ten terms by evidence of what the 
salesman may have orally promised 
or represented. 

In this connection a merchant should 
be careful about relying upon the war- 
ranty of goods by a traveling salesman, 
unless the merchant knows that the 
salesman has authority to warranty. Of 
course, a salesman will usually have 
the right to warrant to the extent that 
is usual and customary in that trade, 


By stress of making vain comparison 
*Twixt bank account and liabilities, 
Will make his exit from the business. 


but beyond this his warranty may 
prove merely trade talk unless affirmed 
by his employer. 

Where a merchant is ordering goods 
with which he is not familiar and if 
he desires a warranty, he should in- 
sist upon the warranty coming from 
the firm. For, as has been stated, a 
traveling salesman, in the absence of 
special authority, does not have the 
power to warrant generally or in a 
manner that goes farther than is cus- 
tomary in his line. 

This brings us to the important 
duestion of the right of a traveling 
salesman to receive payment for the 


- goods he sells, and needless to say it 


has been the cause of many lawsuits 
that could have been avoided had the 
merchants involved kept in mind cer- 
tain well defined rules of commercial 
law. 

It may be stated broadly that the 
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mere fact that a traveling salesman 
represents his firm on the road does 
not give him authority to receive pay- 
ments due his firm. Before he will 
be deemed to have such right he must 
have been authorized by his firm to 
collect, or have the goods sold in his 
possession which he collects for. By 
the same token, if a merchant pays a 
salesman who has no authority to re- 
ceive payment and the money does 
not reach the firm the merchant may 
still be liable on the account. 

The importance of observing the 
foregoing points when dealing with 
traveling salesmen cannot be over-em- 
phasized, for without doubt the major- 
ity of after disputes over the ordering 
of goods and the payment of accounts 
are primarily caused by a failure to 
use due care. 

Tt takes but a little time to see that 
an order is properly given, and that 
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both the salesman and the merchant 
have a clear understanding of the 
agreement entered into, as expressed 
in the order. The exercise of proper 
cere at this time will usually pay big 
dividends in the form of insurance 
against the possibility of after dispute 
and possible litigation with the sales- 
man’s firm over the terms of a con- 
tract of this kind. 


T. C. KNUTSON has purchased the 
Viroqua Roller Mills, Viroqua, Wis., 
from Neil and Harry Nelson. 


THE WHITEWOOD FLOUR 
MILL, Whitewood, S. D., was des- 
troyed' by fire of unknown origin Au- 
gust 24. The loss, estimated at $40,- 
000, was partly covered by insurance. 


Bigger Profits 
By Making 


Poultry 
Mashes 


our present volume of 
business may be satis- 
factory, but what about 


profits ) 
Take the first steps to BIG- ® 
GER PROFITS by making 


your own feeds and poultry 
mashes. 


We will send you complete 
information, showing how 
hundreds of mills and eleva- 
tors are profiting by making 
THEIR OWN mashes, and 
using our free dealers’ service. 


Further information free on 
request. 


THE 
Jersee Co. 


DIVISION IV 
_ Minneapolis, Minn. 
Attach This Coupon to One of 
Your Letter Heads NOW! 
THE JERSEE CO., Minneapolis, Minn. 


GENTLEMEN: 
Send at once further information 
regarding the mixing of Poultry Mashes. 


National Association Meets At 
Omaha October 10-12 


HE Grain Dealers’ National As- 

: sociation. with which the Cen- 

tral Retail Feed Association 
and the Eastern Federation of Feed 
Merchants are affiliated, will hold its 
annual convention at Omaha, October 
10-11-12. Discussions of interest to 
flour and feed dealers are to be in- 
cluded in the program, and a schedule 
of varied entertainments will be ar- 
ranged. 

Each of the six convention commit- 
tees, named early last spring, have 
completed their plans, and they report 
that a real live time is in store for 
every dealer. The committees are men’s 
entertainment, ladies’ entertainment, 
dance, banquet, transportation and 
hotels, and program and _ publicity. 

Elaborate plans for entertaining the 
dealers have been prepared. There will 
be a tour of the industrial district, 
which will include trips through the 
gold, silver, bismuth, and lead refin- 
eries, some of which are the largest in 
the world. 

As for recreation, there are facili- 
ties for golf, tennis, boating, bathing, 
bowling, and ‘many other forms of 


Poultrymen Want 


PILOT BRAND 
Oyster Shell-Flake 


Because— 


It’s the best Crushed Oyster 
Shell packed. 


You Want 


PILOT BRAND 
Oyster Shell-Flake 


Because— 
You want to give the Poul- 
trymen what they want, and 
Because— 


It’s the advertised brand and 
it’s a sure repeater. 


OYSTER SHELL 
FLAKE 


FOR POULTRY 


OYSTER SHELL 
CORPORATION 


Shell Building, St. Louis, Mo. 
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sports. Omaha has five country clubs, 
each owning golf links and tennis 
courts in fine condition. Most of them 
have bowling alleys. There is an ath- 
letic club up town with all gymnasium 
facilities. 

Every recreation facility in Omaha 
will be at the disposal of those who 
attend the convention. There will be 
something to fill every desire. 

A big golf tournament will be held 
at which will be decided the “cham- 
peen” of the grain trade. The dealer 
who wins in this tournament will have 
every reason to claim the title. It will 
be a handicap tournament and every 
grain dealer is eligible. Dealers ure 
asked to bring along their golf clubs 
and to be ready to “cop the bacon.” 

There will be fine talks, and many 
business problems are to be solved. 
The Omaha dealers in charge assure 
everyone that the 1927 convention will 
be the biggest and best ever held. 


MAYR’S SEED & FEED CO. 
elevator at Beaver Dam Junction, Wis., 
is being remodeled and enlarged. 


THE WESTERN SUPPLY GO., 
Sparta, Wis., is erecting a branch feed 
mill at Cashton, Wis. 


MILLERS TO MEET 

A meeting of unusual interest is 
planned by the Mutual Millers’ and 
Feed Dealers’ Association, to be held 
at Jamestown, N. Y., Friday, Septem- 
ber 16. J. Leon Anderson, secretary 
of the association, is arranging plans 
which he indicates will be of great help 
to this group of feed merchants. 

Officers and directors for the com- 
ing year will be elected at this meet- 
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Here’s Bag Of Tricks To Help You 
Collect Old Accounts 


Feed Dealer Should Always Have Another Move If First Fails 
Delinquents Will Pay In Most Cases If Right Method Is Used 


HE one respect in which a col- 

lection specialist is superior to 

many feed dealers—the asset 

which enables him repeatedly to col- 

lect 60 to 80 per cent of long accounts, 

formerly considered hopeless—is_ re- 
sourcefulness. 

A professional collector, when one 
effort to accomplish collection fails, al- 
ways has another. He is like a good 
chess player, who thinks not alone of 
the imminent move, but for several 
ahead. A favorable collection expert 
is full of devices, methods, clever strat- 
egies. Always he is originating, con- 
fronted by a baffling situation, a clever 
solution. 


Allied to Salesmanship 

Think of collecting as, like salesman- 
ship, a subject with plenty of depth. 
The two activities really have a great 
deal in common. Knowledge of hu- 
man nature is scarcely more valuable 
in collecting than knowledge of the 
law. 

Remember, too, that practically every 
debtor has some sort of income. A 
professional collector repeatedly takes 
money from a debtor no one else, 
seemingly, can get money from. A 
skillful and determined feed dealer can 
match this record. 

Credit is Sales Expense 

I know many stores doing a large 
credit business whose percentage of 
loss is as low as one quarter of one 
per cent—and this on a large number 
of accounts. Every feed dealer knows 
that, granting credit, he can get a larg- 
er sales volume than without it. It is, 
in other words, a sales-making agent. 
Considered as sales expense, the small 
credit loss percentages well managed 
businesses have, are mighty productive 
things. 

Some of the tips I have assembled 
here I have come upon, used by feed 
dealers. Others I have developed my- 
self, and still others are in the “bag 
of tricks” of many professional collec- 
tors. 

1—Sum up credit control figures. 
Definitely limit the amount you will 
permit to be tied up in outstanding 
accounts. Make it a rule to collect an 
amount each month equivalent to the 
previous month’s business (if average). 
Set yourself a percentage figure for 
collection of first-of-month statements. 


What is a feasible figure will vary from 
business to business, for most, 50 per 
cent will be high. 40 per cent surely 
should be obtained. 
Calling on a Debtor 
2.—Calling on a debtor, if you doubt 
the sincerity of an unanswered door- 


F one method fails to col- 

lect your account come 

back the next day with an- 
other. 

Collecting is just as important 
as selling and it deserves careful 
consideration. Study the persons 
who owe you. Discover their 
sources of income. Study their 
human nature. Then select a 
method of approach that you be- 
lieve will work. 

But if that doesn’t bring re- 
cults try another move. Keep 
at the man until you land him. 

The bag of tricks on collect- 
ing in this article are sound and 
practical. Read them. They will 
help you bring in the long over- 
due dollars. 


bell, drive around the block and call 
you debtor on the telephone! 

3.—Use telephone follow-ups. <A 
good plan when an account becomes 
delinquent is, first, a brief note on 
statement calling attention to the 
“oversight.” The next move can be 
profitably a telephone call. The tele- 
phone is tremendously valuable because 
vou get contact and answer or expla- 
nation. If you get these you pos- 
sess highly valuable information upon 
which to proceed. Usually, on the first 
call—the majority of calls will produce 
results—the debtor or his wife, will, 
promise immediate attention. ” 

If this isn’t given, an early call will, 
if the wife answers, incorporate a re- 
quest to take the matter up with the 
husband and telephone the feed dealer. 
The check will come in nearly all 
cases. 


Special Delivery Letters 
4—The use of telegrams, and spec- 
ial delivery and registered letters—and 
air mail letters—to collect has proved 


effective many times. Here is another 
idea—writing a letter to collect, a feed 
dealer enclosed a special delivery let- 
ter addressed to himself, and requested 
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the delinquent customer to slip his 
check in it and mail at once. It 
worked! 

5.—Let your regular monthly rou- 
tine include the making of personal 
calls upon such delinquent accounts as 
need it. One feed dealer, half of whose 
business is credit, and whose collection 
record is splendid, told me that seldom 
did he have more than 12 such calls 
to make. They were highly productive 
calls, however, and probably made the 
difference between his fine collection 
record and a just-fair one. 

Don’t Hurry Giving Credit 

6.—A feed dealer in one of the moun- 
tain states has a standing rule, “It 
takes two days to open a charge ac- 
count here.” Of course, it doesn’t al- 
ways take that long where the pro- 
prietor knows personally the applicant 
for credit is thoroughly sound. It 
doesn’t either, if circumstances are 
such that the dealer can get quick rat- 
ing on the customer. The policy is a 
convenient one when needed. 

7—One dealer who sends out all 
monthly bills on the twertieth instead 
of the first, says the idea works. 

8.—Every professional collector 
knows that the debtor who has used 
fraudulent methods nearly always can 
be collected from. When faced with 
criminal proceedings practically every- 
body can, somewhere, find cash. 

“Guaranty Loan” Service 

9.—Industrial banks and loan com- 
panies in various cities now offer so- 
called “guaranty loan” service. By all 
means every feed dealer should famil- 
iarize himself with these. Briefly, the 
bank makes a loan to the debtor, the 
money going to the creditor for the 
amount of the account. The creditor 
guarantees that the loan will be paid. 
The loan is repayable in small weekly 
payments, at regular Morris plan rates. 
Uniform success with this plan is re- 
ported in many places. 

10.—A southern feed dealer has col- 
lected various accounts by thoroughly 
familiarizing himself with the delin- 
cuent customer's family condition, talk- 
ing intimately with him, and persuad- 
ing him—and even helping him—to se- 
cure a note from a relative covering 
his entire indebtedness. 

Use Credit Associations 
11.—An account properly opened is 


Page Twenty-one 


5 
: 
4 
‘ 
» 
+ 
te 
ie 
| 
. 
A 
A 
‘apt 
"the 
F 
. 


half coliected. If your community has 
a retail credit association, use it! I 
know of cities where it is at least two 
hundred per cent easier to operate a 
large credit business now than it was 
five. years ago—all because of a large, 
active, efficient credit association. 

12.—Why is it that installment cus- 
tomers everywhere meet their obliga- 
tions far better than thirty-day cus- 
tomers? One of the reasons is they 
have signed a legal document binding 
themselves to certain specified things. 
This gave one feed dealer a tip. He 
got up a simple form, and had it mul- 
tigraphed. Most of those asking for 
credit were asked to sign it. The form 
gives certain references, and makes the 
statement that the applicant is entitled 
to credit, and will faithfully live up to 
the credit terms which are stated. The 
feed dealer believes the idea does im- 
prove collections. 

Exchange Credit Information 

13.—There are some communities 
where a man owing an account at one 
feed dealer's cannot open a new one 
at a second. Competitors find it pays to 
co-operate. In exchange of credit in- 
formation, all feed dealers should work 
freely with each other. Local “dead 
beats” can be discovered and cured. 

14.—Train every employee to be, on 
occasions, a collector. Always it is 
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found that one man collects readily 
frcm a debtor whom another man may 
utterly fail with. 

15.—When it is going to be neces- 
sary to collect an account by legal 
process, the sooner you get to that 
point, the better. Every concern 
should be as fast in its collection pro- 
cedure, in some cases, as it is deliber- 
ate—even slow—in others. Ordinarily 
when good will ceases to be a thing 
tc consider, fast collection policy pro- 
duces the most. 

Keep Your Customer 

16.—Who do you know that knows 
your delinquent customer and has in- 
fiuence with him? Use him as a “key 
man” in the situation. 

17.—Be ready to compromise. Even 
when you are right, the best policy 
may be to concede a little—and col- 
lect the bill, perhaps hold the cus- 
tomer, too. 

18.—When you turn over accounts 
to a collection service, or a lawyer, 
pick a good one. Get service backed 
with a record of real accomplishment. 

And, finally, study credits and col- 
lections, as you study selling, all the 
time. When everything else has failed, 
think hard for the unusual idea. You 
will develop the faculty of finding it. 


FIRE DESTROYED the Connelly 
Feed Mill, Darlington, Wis., August 
31. The loss, estimated at $2,000, was 
partially covered by insurance. 


HOFFMAN FEED CO., Madison, 
one of the largest flour and feed job- 
bers in the state of Wisconsin, has 
taken on the distribution of King Mi- 
das flour for Madison and Dane coun- 
ty. 


OSBORENE McMILLAN co. are 
establishing a feed mill at Buffalo, 
Minn. 


J. L. CADY, Owatonna, Minn., is 
making improvements on his feed 
mill. 


WHEN TRADING IN 
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TWO FIRES within 24 hours broke 
out in the ruins of the old Ladish flour 
mill, South Bay and Lenox streets, 
Milwaukee, Wis. Fire apparatus from 
all parts of the city was called to pro- 
tect surrounding property. Both fires 
were caused by spontaneous combus- 
tion. 


FARMERS’ GRAIN CO., Bulpitt, 
Ill., was declared bankrupt in United 
States district court. Liabilities were 
listed at $21,920 and assets at $7,250. 


C. F. EGGERS, Sioux Falls, S. D., 
was elected president of district No. 10 
of the Farmers’ Elevator Association 
at a meeting held during the farmers’ 
co-operative picnic at Baltic. John 
Meylinck, Rowena, S. D., was presi- 
dent during the past term. 


RUDY OPSAL, of the Haertel- 
Phelps Co., Minneapolis, recently re- 
turned from a 3,900 mile trip through 
Glacier National Park, Canadian Rock- 
ies, and Banff, Lake Louise and Emer- 
ald Lake in British Columbia. He re- 
ports that the trip was wonderful and 
also says that he was sorry to have 
been away during the time the conven- 
tion of the Central Retail Feed Asso- 
ciation was held in Milwaukee. Mr. 
Opsal’s family accompanied him on the 
trip. 


THE DELAVEN SEED CORN 
CO., Delaven, has incorporated 
with a capital of $25,000. W. N. El- 
more, F. B. Shelton, and Sol Strause 
are named. 


THE FARMERS’ ELEVATOR 
CO., INC., Joice, Ia., has been incor- 
porated with a capital of $20,000. The 
incorporators are S. R. Gorgeson, Ole 
Kringlaak, W. W. Wheeler, and John 
Evenson. 


S. J. SINE purchased and will op- 
erate a feed mill at Otranto, Ia. 


THE CHRISTIAN -BRIESCH 
MILLING CO. is planning to build a 
grain elevator at Oakley, Mich. 


GEORGE IVEY and Victor Shi- 
mon, Rolfe, Ia., are erecting a mill. 


MATT STREIT is the new man 
in charge of the LaBudde branch of- 
fice at Algona, Iowa. 


CHANGE FIRM NAME 
The firm of W. S. Heath & Son, op- 
erating a fully equipped mill at New 
Milford, Pa., has changed its name to 
Heath & Rumpf. 


Prepared by the Munneapolis branch 
ofhce Hay, Feed and Seed Division. 
Bureau of Agri 1E i 


HE recent sharp decline in the 

i grain market and a marked im- 

provement in flour business had 
a tendency to place the market on 
wheat mill feeds in a downward trend 
during the past few days. On account 
of the fact that mills for the most 
part are behind on August contracts 
and offerings, therefore, for immediate 
shipment are still light, the spot mar- 
ket has so far declined only a little, 
but deferred shipment stuff is notice- 
ably easier. 

Northwestern mills during the past 
few days are credited with having put 
through the best volume of flour busi- 
ness in months and mill feed handlers 
are expecting more liberal mill feed 
offerings. At the present writing the 
deferred middlings are quoted at a 
bigger discount under spot than bran. 
Bran for September shipment is offered 
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at 50c under spot and October to De- 
cember at about $1.00 under spot, while 
September middlings are available at 
$1.00 under spot and October to De- 
cember at $2.50 to $3.00 under. 

The general consuming demand for 
uill feeds at levels which have pre- 
vailed during the past several weeks 
has been extremely light but the mar- 
ket has been in a tight technical sit- 
uation, due to the fact that there were 
constantly enough forces in the mar- 
ket to cover up on supplies to even up 
earlier commitments. With mill pre- 
duction light, a strong market was 
readily maintained even though fresh 
consumptive buying was practically at 
a standstill. Delinquent contracts are 
gradually being put in shape, however, 
and with heavier feed offerings due to 
come onto the market on account of 
the improved flour business, a down- 
ward reaction would be only natural. 

The linseed meal market, although 
showing little price change during the 


flour. 
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Any housewife can be forgiven 
for making poor bread until 
she knows of White Swan 
After that she has only 
herself to blame. 


past several weeks, has held firm. 
Production has been light and enough 
scattered demand came in right along 
to keep the market steady. Crushers 
report a fair inquiry on deferred ship- 
ment meal but mills’ asking prices and 
buyers’ bids have generally been too 
far out of line to put through much 
business. A limited amount of Octo- 
ber meal was recently sold at $46.00, 
Minneapolis basis. 

Cottonseed meal showed a sharp up- 


‘ward trend during the past two weeks, 


chiefly because of indications of dam- 
age to the cotton crop and reluctance 
of mills to offer large quantities for 
deferred shipment. 

The gluten market has held very 
firm despite liberal production and a 
decline in the corn market. Manufac- 
turers for the most part have been well 
booked ahead and in fact have been 
behind in deliveries. The principal 
manufacturers as yet are offering only 
for October shipment on gluten feed 
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and September-October gluten 
feed. 

Hominy and the ground and cracked 
feeds held very firm up to the time 
that the downward reaction in the corn 
market set in. With offerings and de- 
mand both light, the market sought a 
lower level, reflecting the lower mar- 
ket for corn. 

Various feeds today, August 30, are 
quoted for prompt shipment, f. o. b. 
Minneapolis, straight carlots, as fol- 
lows: Standard bran, $27.00; pure bran, 
$27.50; standard middlings, $34.50; 
flour middlings, $38.50 to $39.00; red 
dog, $40.50 to $47.00; 34 per cent lin- 
seed meal, $46.50. 


J. BUERGER DIES 

John F. B. Buerger, 52, former presi- 
dent of the Buerger Commission Co., 
Milwaukee, died July 31, following a 
two year illness of pulmonary tuber- 
culosis, eight days following the death 
of his father, John Buerger, Sr., 82. 

Mr. Buerger, Jr., was formerly con- 
nected with the Buerger-Crittenden 
Milling Co., was a member of the 
Chamber of Commerce for thirty years 
and at one time was a director. 


EINAR JENSEN’S feed _ mill, 
Princeton, Minn., was destroyed by 
fire. He will rebuild. 


WHEAT 


SCREENINGS 


Editor Lauds Cash Plan 


To Eastern Dealers 


(Continued from Page Fourteen) 


“Our practice of doing business in the 
past was upon a credit basis. Many 
times during these years we have car- 
ried book accounts wherein the total 
amounted to $100,000, and at no time 
during the past four years have these 
accounts been under $80,000.” 

Then, after explaining that this 
credit was extended during a time of 
stress for the farmers, they suggested 
that since those conditions had been 


removed, they would go on a strictly 


cash basis. After three months, the 
firm is more than satisfied, having 
written that, “the same is working out 
beyond our expectations. Our January 
und February sales were the largest 
in our history and March is running 
cqual to last year. We make only one 
exception to the cash rule. When we 
know a customer is good, we carry his 
slip for a few days. When paid, it is 
entered in that day’s business. To 
date we are carrying about $50 in these 
cid slips and none are more than a 
few days old. 
Half Way Measures 


“We wish to state that a cash busi- 
ness has a natural tendency to help 
collect old accounts, and this alone is 
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worth considerable mention.” 

Half way measures are better than 
nothing and that means you must use 
different prices for cash and credit 
patrons. If this plan is to be success- 
ful the rule must be ironclad. One 
concern uses the state price list as a 
basis and then adds $1 for cash price 
at the car and $2 for cash price at the 
warehouse. If credit is asked, another 
dollar is added to the price. For ac- 
counts carried over thirty days one 
per cent per month is added and all 
further credit is refused the customer 
until the bill is paid. 

Another concern uses a_ rubber 
stamp on all charge slips so that they 
become virtual promissory notes. The 
stamp reads: 


to pay Melcher Lumber Co. §............ for 
value received. 


This stamp has been successful in 
practically eliminating long-standing 
credit. 

Boosting Our Business 

I want to say a few words somewhat 
apart from my subject in conclusion. 
Qur business—the feed business—is a 
fair daughter of the great dairying in- 
austry. More people are actually em- 
ployed in the dairy industry than in 
any other business in the world. It 
contributes to the health and happiness 
of our country in too great an extent 
to be estimated. Yet few—even we 
who are in the industry—exploit or 
extol the worth of our eventual pro- 
ducts, milk, butter, eggs and cheese. 

We read about the soap “that keeps 
that school girl complexion” and the 
drink that’s “refreshing” with a picture 
of a pretty girl in red. We seldom 
see or read anything about milk, a 
necessity for every child and of value 
to every adult. 

We, who are in the feed business, 
should make it our duty and pleasure 
to tell the world about good, health- 
giving milk and dairy products. 


J. C. KRAMER, Montfort, Wis., is 
remodeling his feed mill. 


AMENIA SEED & GRAIN CO., 
has erected a feed mill at Amenia, N. 


THE NEW RICHMOND ROLL- 
ER MILLS CO. is installing new and 
jarger feed mixing machinery. The 
new 2,500 ton warehouse is nearing 
completion rapidly. 


NEW MACHINERY is _ being 
added to the Jordan Mill, Jordan, 
Minn., and an annex is to be built 
soon. 


~ 
| | 
|: 
| 


STARTS ON CASH BASIS 

W. T. Clausnitzer has sold his inter- 
ests in the E. Lindow & Co., Medford, 
Wis., to his partner, E. F. Lindow, 
and will start in business anew at Mil- 
ladore, Wis. 

Mr. Clausnitzer recently called at 
The Feed Bag office and stated that 
the cash basis was the only thing, and 
that he was opening his new business 
on that principle. 

He has been in partnership with Mr. 
l.indow at Medford for the past eight 
years. His new flour and feed store 
at Milladore was opened September 1. 


International Sugar Feed 


Exhibited At Fair 


An exhibit at the Wisconsin State 
Fair was featured by the International 
Sugar Feed Co., Minneapolis. 

The display was well arranged and 
attracted much attention. C. S. Dern- 
bach, Wausau, Wis., feed dealer con- 
tributed to the display with a model 
dairy farm. 

A large cow cut out of cardboard 
bobbed her head into a sack of Inter- 
national dairy feed, and a farmer mod- 
eled out of paper drew milk into a 
foaming pail. Above the farmer and 
the cow a farmyard was displayed in 
which dairy animals entered a_ barn, 
cucks and geese swam on an imitation 
pond, and automobiles bobbed over the 


rough country road in front of the 
farmyard. 
Mr. Dernbach also displayed his 


unique exhibit at the Marathon county 
fair and plans to show it at the Min- 
nesota fair. 

To keep the various objects in the 
exhibit in motion required considerable 
mechanical skill, and Mr. Dernbach 
spent many evenings working on the 
device. He also uses it to advertise 
International dairy feeds in his store 
at Wausau. 


THE FARMERS’ 
TIVE SOCIETY, 
erecting a feed mill. 


CO-OPERA- 
Algona, Ia., is 


ROBERT E. PLESS and Martin 
Dybedal, Gibbon, Minn., have opened 
a feed mill. 


Ralston-Purina 


Dealers Hear 


Talks On Service 


ERVICE to the feeder was em- 
&, phasized by speakers of the Ral- 

ston-Purina Co., of St. Louis, as 
the dealer’s greatest salable asset upon 
which he builds a lasting trade, at a 
meeting of 250 dealers from eastern 
Pennsylvania, New Jersey, Maryland, 
and Delaware, comprising the eastern 
division of the Ralston-Purina trade, 
at Buffalo, August 22 and 23. 


“We sell the service and give the 
farmer the feed” was the assertion of 
C. E. Dutrow, a sales manager of the 
castern district, who presided over the 
first session of the two days’ confer- 
ence. 


The meeting was called primarily by 
the Ralston-Purina Co. for the pur- 
pose of instructing the dealer how to 
serve the feeder to best advantage, 
help him to produce greater resulis 
and ultimately prosper through proper 
feeding of his stock. 

Mr. Dutrow told the dealers to en- 
courage fairness to raise all the feed 
they can, supplementing their home 
grown feeds with the right proportion 
cf manufactured feed to make up the 
proper ration for producing greater re- 
sults on the farm. The three points 
which Mr. Dutrow emphasized for the 
feeder were: 

Raise all the feed you can, buying 
just enough to supplement ingredients 
the home-grown feeds lack. 

Know that you are buying the right 
kinds of feed, containing the, proper 
proportion of nutriment for produc- 
tion of milk, eggs, pork or whatever 
product is desired. 

Keep a running record of produc- 
tion. 

Feed enough of that feed which pro- 
duces greatest production and profit. 

These four points were clearly out- 
lined by Mr. Dutrow and R. A. Blair, 
head of the sales instruction depart- 
ment of the St. Louis office, as prac- 
tically covering the dealer’s service to 
the feeder. Balancing feed to fit the 
feeder’s need was covered in detail by 
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Mr. Blair. 
G. P. Plaisance, research chemist for 


‘the Ralston-Purina Co., spoke on the 


work of his department. Mr. Plais- 
ance also told of the experimental farm 
near St. Louis, where feeding demon- 
strations are conducted with practical- 
ly all kinds of live stock. Here actual 
results of certain kinds of feeds and 
mixtures are proven. The experimen- 
tal farm, he pointed out, is one of the 
centers of interest to the entire Ral- 
ston-Purina force, for here the eye 
convinces visitors of the value of cer- 
tain feeding principles. : 

On Monday evening, following the 
kanquet in the Lafayette Hotel ball 
100m, a playlet entitled “Joe Guess 
Wins $1,000”, was produced under the 
direction of Phillip Sprenkle, head of 
the dairy extension department, of the 
St. Louis office. 

Tuesday morning the dealers made 
an inspection trip through the Buffalo 
Ralston-Purina mill. where they were 
given first-hand insight on how grain 
is cleaned and screened, and gone 
through the various processes before 
actual mixture. 

An open dealer forum in the hotel 
ballroom Tuesday afternoon brought 
from dealers discussions and many new 
selling ideas. 


JOHN S. FAULKS, Oshkosh, Wis., 
has joined the sales force of the New 
Richmond Roller Mills Co. He will 
cover the central Wisconsin territory. 


THE NEW RICHMOND ROLL- 
ER MILLS CO. has purchased the 
elevator and warehouses formerly op- 
erated by the Cylon Elevator Co., and 
will open a retail feed business there 
under the management of Frank Silver. 


HAROLD AMODT, manager cf 
the Rice Lake branch of the New 
Richmond Roller Mills Co., was mar- 
ried to Miss Gladys Oein, August 17, 
at Duluth, Minn. 
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THE LOMIRA CO-OPERATIVE 
CO., Lomira, Wis., is building a new 
implement shed. The company has 
just completed a 40x80 potato ware- 
house. The grounds about the eleva- 
tor are also being improved with a 
new concrete driveway. 


T. K. HOVE, Mackville, Wis., sold 
his general store and feed mill to Geo. 
J. Resch. 


A. STRUM & SON, Manawa, Wis., 
purchased the Iola Hardware Co. 
building and will use it for a feed 
warehouse. 


THE McVILLE INDEPENDENT 
ELEVATOR CO., McVille, N. D., be- 
gan operations on September 1, in 
their new elevator. The capacity is 
30,000 bushels. H. H. Kniefel is man- 
ager. 


THE FARMERS’ GRAIN ELE- 
VATOR, Ashland, Wis., was des- 
troyed by fire of unknown origin on 
August 22. The .loss is estimated at 
$15,000. Three wheat cars were saved. 


THE TIPTON MILLING CO., 
Tipton, Ind., has incorporated with a 
capital of $10,000. 


THE A. & O. wheat elevator, Ar- 
gentina, Ill., was damaged by fire Au- 
gust 22. M. C. Cooper states that be- 
tween 30,000 and 35,000 bushels of 
wheat were destroyed. 


W. C. DRAEGER is the new man- 
ager of the Oconto Milling Co., Ocon- 
to, Wis. S. A. LaViolette, former 
manager, has assumed charge at Clin- 
tonville, Wis. 


THE DADMUN-LA BUDDE CO., 
North Milwaukee, Wis., have purch- 
ased the. entire stock and fixtures of 
the Koss Poultry Supply Co., National 
avenue, Milwaukee, and are planning a 
big sale. 


MR. ZIMMERMAN is the new 
manager at the Farmers’ Elevator Co., 
Waupun, Wis. Mr. C. Nummerdor, 
former manager, has retired. 


TISSUE HANDY CARD 

A handy complimentary card for 
computing the cost of grain per ton 
at a giyen price per bushel is being 
issued by the New Richmond Roller 
Mills, New Richmond, Wis., to its 
friends and customers. The card will 
save dealers and farmers much valuable 
time and provides an easy and accur- 
ate way to figure the cost of a given 
amount of grain. 


| 
Ay 
— 
q 


B. B. SHEFFIELD, president of 
the Commander-Larabee Corp., Minne- 
apolis, announces that his company has 
placed a contract for a 1,000,009 bu. 
addition to its grain elevator at St. 
Louis Park. This will increase the 
elevator capacity to 2,600,000 bushels, 
and make it one of the largest single 
unit concrete structures in the country. 


THE JOE SCHAFER & SONS 
FLOUR & FEED CO. warehouse at 
Klein and Madison streets, Springfield, 
Ill., was destroyed by fire. The loss is 
estimated at $25,000. 


O. C. FRY has sold the Mount Ayr 
mill, Mount Ayr, Ia., to Stnnant & 
Anderson. 


Throw some Pearl 
Grit to your poultry 
flock and see how 
fast they pick it up. 
Your birds know what they 
need and if you giveit to them 
your profits will be larger. 


Pearl Grit Is Almost 
° Ail Lime 
o° Hens need lots of lime to 
¥ make eggs. Growing chicks 
% and young fowls must have 
git if they are to grow and be 
healthy. Feed Pearl Grit and 
the difference. 
3 —- Pearl Grit is a Good 
‘ Grinder 
% Pearl Grit is made with sharp 
® grinding edges which help the 
o’ fowl get the most from its 
My feed. It does what a smooth 
9 pebblecannot do in the grind- 
% ing of the feed in the fowl’s 
get gizzard. 
z Send Your Dealers Name 
and 10c for Sample 
J THE OHIO MARBLE CO. 
o — Ash Street PIQUA, OHIO 
. Return this Coupon 
8 Enclosed is 10c for Trial Sample 
Q 


SEND IOCENTS FOR SAMPLE 


This advertisement is being read by 
more than four and a half million 
farmers. Stock Pearl Grit and get 
the benefit. 


The Feed Bag Is Your Paper, Help It By Boosting 


QO 


DEALERS! 


Now is the time 
to stock the 
complete 


KEIPPER LINE OF 
POULTRY SUPPLIES. 


oo 
oo 
oo 
oo 
oo 


Keipper Cooping Co, 
63 Second Street 
MILWAUKEE, WISCONSIN 


The New By-Pass Keipper Coal Brooder 


oo0000 
ooo0o000 


q@ Indemnity in various forms can be purchased almost any- 
where but fire prevention service is not necessarily included. 
The man with a going business knows that a fire loss is going 
to cost him over and above his insurance money. These 
consequential losses come out of his own pocket. 


@ Mutual Insurance includes fire prevention service. It is for 
the careful man who would avoid the losses incident to a fire 
and who wishes his insurance cost predicated on that basis. 


J. J. FITZGERALD, 
Secretary-Treasurer 
810 Guaranty Building 
INDIANAPOLIS, INDIANA 


2A HOUR SERVICE 
ON MIXED CARS 


We Carry the Stock 


MILL FEEDS, FLOUR, OIL MEAL, GLUTEN, COTTON 
SEED MEAL, HOMINY, CORN, OATS, OYSTER SHELLS, 
GRIT. In fact, everything in the feed line. 


POULTRY FEEDS, DAIRY FEEDS 
RED OAK DAIRY 20% 
RAPIDS DAIRY 16% 


We ship C. M. & St. P., C. & N. W. and Green Bay & Western 
WRITE OR WIRE FOR PRICES. 


MCKERCHER MILLING CO. 


WISCONSIN RAPIDS, WISCONSIN 
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C. R. McCOTTER, 
Western Mgr. and Asst. Secy. 
300 Keeline Building 

OMAHA, NEBRASKA 
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Boost The Feed Bag To Firms You Do Business With | AY BERT MOSES, member of the 


feed concern of Moses Bros., Eaton, 
N. Y., has returned to his desk after 
an illness that kept him from active 
business for three years. 


DRIED BUTTERMILK 


100 Ib. Paper Lined Sacks 


DRY SKIM MILK 


Paper Lined Barrels } 


| COD LIVER OIL—COD LIVER MEAL 


FEED FORMULAS 
1 FEED PLANT EQUIPMENT 
FEED SYSTEM ENGINEERING 


|S. T. EDWARDS & Co. | 


CHARLES D. WRIGHT 
bought the feed business of George E. 
Robinson, Canton, N. Y. Mr. Wright 
is well-known in the entire feed in- 
dustry of the East, having formerly 
been salesman for the Larrowe Mill- 
ing Co. He took possession of the 
mill July 1, and has arranged for a 
number of improvements in equipment. 


E. F. FLINCHBAUGH,, of the Fed- 
eral Mill & Elevator Co., Lockport, 
N. Y., is superintending remodeling of 
aw, the Camillus, N. mill 


THE DORCHESTER CO-OPER- 
Queen Wheat Feed ATIVE CO., Dorchester, Wis., is en- 
larging its warehouse to handle bulk 


; feeds. A Sprout, Waldron & Co. at- 
1S NOT a manufactured trition mill will be installed. Frank 


feed but a Pure Wheat Diesing is manager of the company. 


offal and consists of mill- F. B. MOSHER, manager of New 


Richmond Roller Mills Co., and wite, 
run Low Grade F lour, just returned from a trip, during which 


‘ . : they called on the company’s flour and 
= WHEAT FEED Red D og Middlings and feed trade in Chicago, Indiana, Ohio, 
‘Wheat Low Grade Flour, Red Dog, Middlings D . . 

Screenings not exceeding miM ren — an etroit and Grand Rapids. 
— CRUDE PROTEIN 15.7% = B ran. 
CRUDE FAT - - 4.6%. 
CRUDE FIBRE - - 83% — 
ST. PAUL, MINN. —— 


<— Office 315 Corn Exchange 


WIERSIG & DINS, fl f 
; Z RO dealers, Colby, Wis., recently installe 
or mixed cars with CHERO- a Sprout, Waldron & Co. Monarch at- 
KEE PURE BRAN and CHE- trition mill. The firm, which enjoyed 


ROKEE MIDDLINGS. its banner year in 1926, is also enlarg- 


ing its warehouse. 


We sell direct to dealers. Exclusive sale is given to one dealer in eaeh towr. 


q MR. GOPPELT, of Kohl & Gop- 
q pelt, Waupun, Wis., called on Milwau- 
kee friends recently. He states that 
business is good. 


TO INSURE SUCCESS | A. MIKLIC, Kilbourn, Wis., is ad- 


ding more space to his feed store. 


HANDLE THE FARMERS’ UNION FEED 
CO., La Porte City, Ia., have sold | 


B ADGER BR AND | their business to Hess & Ham. 


ED. HADACEK is establishing a 


Selected Seeds feed mill at Traer, Ia. 


J. C. KRAMER of the “House of 
Feeds”, Montfort, Wis., has remodeled 


and 
E E D O RN and improved his plant, making exten- 
sive repairs in the feed grinding de- 


partment. 


THE LARGEST SELLER IN WISCONSIN 


THE ACME GRAIN CO. is mak- 


ing extensive improvements at its grain 


L. TEWELES SEED CO. as bee 
MILWAUKEE WISCONSIN 


driveway built, and a truck dump in- 
| stalled. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


SALESMAN WANTED 


MANUFACTURER of well known line, high 
quality mixed feeds has opening for first class 
man in Pittsburgh district and western 
Pennsylvania; must be experienced; good op- 
portunity for right man; give full lererieeteen 


in firstletter. Write X. Y. Z. c/o 
ag 86 East Michigan Street, Milwaukee, 
is. 


MILL FOR SALE 


500 barrel mill at Grafton, North Dakota. 
Fully equipped; 2 elevators in connection; and 
ample storage buildings. Good agg of wheat 
at mill door. Write FRED M. HECTOR, 
Fargo, N. Dak. 


SALESMEN WANTED 


Can use three experienced feed salesmen to 
sell calf food and other special feed items 
through dealers. Good proposition. All or 
part time. State territory covered. All replies 
confidentially. Write to OLD DUTCH MILLS, 
Minneapolis, Minn. 


WANTED TO BUY 


Wanted to buy or lease grain elevator, or feed 
mill or both. Give full particulars in first letter. 
Write A. H. W.c/o THE FEED BAG, 86 East 
Michigan St., Milwaukee Wis. 


A RARE BARGAIN 


50-bbl. flour mill,Sprout-Waldron make; both 
water and electric power; new concrete dam; 
complete buckwheat mill, 22-in. attrition mill. 
corn mill; room for 9,000 bushels of grain in mill, 
two trucks; everything in good shape; located at 
Warren, Indiana,on Nickel Plate R.; good 
town of 1,800; warehouses are all equipped for 
feeding hogs; one of the best locations in Ind.; 
will sell one-half interest to a good mill man with 
references, or will sell outright; part payment 
down, good time on balance; reason for selling; 
am not a miller. For further particulars write 
M. J. ANDERSON, Warren, Ind. 


in MINNEAPOLIS 
STAY AT 


The 
New Nicollet 
Hotel 


OPPOSITE TOURIST BUREAU 
ON WASHINGTON AVENUE 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 


Largest and Finest Ballroom in the 
orthwest 


= 


59 Rooms 
68 Rooms 
84 Rooms 
257 Rooms 
41 Rooms 


Suites and Special Rooms at 
$6.00 to $9.00 


MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both Depots. 
Retail Center and Wholesale Center. 


W. B. CLARK, Manager 


Mention The Feed Bag When Writing Advertisers 


00005055555 


00 


Get Parks’ Direct Mill Contracts 


ANYTHING IN THE FEED LINE 

Dried Butter Milk Powdered Skim Milk 
Cottonseed Meal _—Linseed Meal Bone Meal 
Oyster Shells Screenings Coarse Grains 


J. P. PARKS, Broker 


Direct Manufacturers Representative 


400-401 New England Bldg. KANSAS CITY, MO. 


oo 
OO 


ooo000000000 
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COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations we are 
both losing. Send 
name for market let- 
ters. 


Registered in All States 


MARIANNA SALES CO. 
MEMPHIS, TENN. 


Quality and Service Guaranteed 


R. L. HERRICK M. H. HERRICK 


HERRICK FEED COMPANY, INC. 


WHOLESALE 


Grain and Feed Shippers 
HARVARD, ILLINOIS 
PHONES 135 AND 118 


Excellent service, highly reliable; 

Quality paramount---that’s undeniable; 
Best of attention, prices agreeable; 

Our motto is: ‘satisfaction unbeatable’’. 


100% FOR THE DEALERS 


R. L. HERRICK, Jr. J. M. HERRICK 
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Every Member Get A Member, That’s Our Slogan _}0#N DEWERE, Morton, Minn, 


is erecting a feed mill. 


THE PRINCETON FARMERS’ 
j Allis-Chalmers ELEVATOR CO.. Princeton, IIL, 
Vertical Grinder was sold at public auction August 12. 
WITH 
RALPH JACOBS, Sanish, N. D., 
E ENCLOSED has been appointed manager of the 
4 branch grain house of the Mandan 
VENTILATED TYPE Farmers’ Elevator Co., Harmon, N. 
D. 
MOTOR 


THE STEINERT MILLING CO., 
Red Lake Falls, Minn., is making ex- 
. tensive repairs on their flour mill prop- 
ALLIS-CHALMERS MFG. CO., Milwaukee, Wis. erty. The flume and mill race will be 
entirely rebuilt of creosoted timber and 
concrete. This will give the company 
an efficient water power plant. 


Has all of the}features of a double head at- 
trition mill in"little space and at low cost. 


AT THE ANNUAL meeting of the 
Wolford Farmers’ Elevator, Wolford, 


. N. D., a dividend of ten per cent was 
° ( paid and a premium of five cents per 
A eg 2.2 ag bushel on grain was ordered. A profit 
of $5,000 was reported for the last 


year. 
has a larger circulation and carries 


more paid advertising each issue than 


McVILLE INDEPENDENT EL- 
EVATOR CO., McVille, N. D., is 


4 any other feed paper published. We crecting a new elevator of 30,000 bush- 

4 : els capacity. It is expected to be fin- 
are pleased to have prospective ad hel Sentence 1. 
vertisers investigate reader interest in McVille, N. D., will be manager. 


The Feed Bag. It is unchallanged as 


— CEREAL GRADING 
COMPANY 


GRAIN MERCHANTS 


Orders for corn, oats, rye, 
barley, milling or feed wheats 
oats. They will please your 
trade. 


When you handle 


Darling’s Meat 
Scraps, Tankage 
and Bone Meal 


Operating Elevator ‘‘L”’ 
MINNEAPOLIS, MINN. 


CHARCOAL 


2. 


: 7 you are handling thebest 7: 
= the world produces--and COD LIVER OIL | 
3: = it doesn’t cost you one : COLONIAL BUTTER SALT! 

= cent more than the other : PEARL GRIT 
SS kind, + | Bag Lots-- Ton Lots 
reep Darling @ Company |) padmun-LaBudde 
+ & GRAIN CO. Union Stock Yards * Compan 


2. 


NORTH MILWAUKEE 


oe 
he 
de> 
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Feed Bag Cub Reporter 
Gets Camera Scoop 


Our official photographer of The 
Feed Bag staff, on his first time out, 
scored the scoop of the day at the re- 
cent Milwaukee feed convention. He 
had a picture of J. L. Kleckner on the 
way to the developing room before any 
other person at the convention knew 
that he was to be the new president 
of the Central Retail Feed Association. 
It happened thus: ° 

Mr. Kleckner won a prize for be- 
ing the tallest dealer. The cub pho- 
tographer hustled him from the con- 
vention room to pose to the full ex- 
tent of his height. 

“Click,” went the camera. 

Several hours later a unanimous vote 
was cast for Mr. Kleckner as president 
of the association. 

“Get his picture,” ordered the edi- 
tor. 

“It’s already being developed,” 
beamed the cub. 

Now he’s expecting a raise. 


A. L. JOHNSON, Crete, Nebr., 
owner of the Crete Mills, is installing 
a feed mill. 


BUILD NEW ELEVATOR 

The new Farmers’ Elevator, Blue 
Springs, Nebr., is nearing completion, 
and will be ready to operate early this 
tall. The building will be fireproof and 
will cost about $10,000. The old eleva- 
tor, located on the Union Pacific 
tracks, was destroyed by fire this sum- 
mer after it was struck by lightning. 


WILL MILLER, 68, Iowa City, Ia., 
died at his home August 13th, follow- 
ing a sudden heart attack. He was a 
member of the Miller Brothers’ Feed 
Store, 218 South Dubuque street. 


JOHN ROTHMUND, 67, St. Paul, 
Minn., died at his home at 518 Aurora 
avenue, August 12. He was a pioneer 
feed dealer and was in the feed busi- 
ness in St. Paul for 48 years. 


RESUMES OPERATIONS 

The Gilbert Grain Co., six miles 
northwest of Ames, Iowa, owned by 
the farmers in that district, resumed 
operation August 11, after being closed 
for six weeks for a re-adjustment of 
the company’s finances. 

A shortage of $1,000 was discovered 
in the June 16 audit. Oscar John- 
son, member of the board of directors, 
is now in charge until a manager is 
selected. He reports that during the 
first four days of August the company 
received more than 10,000 bushels of 
oats and almost 1,000 bushels of corn. 
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EVERY SACK has a MONEY BACK GUARANTEE 


| | Unexcelled for the family trade : 


a large white loaf which retains 


Contains strong Gluten, produces 
moisture and uniform in texture. 


Sold at competitive prices 


| 
| Can be shipped 1n mixed cars 
\ Get our prices before buying 


) NEW RICHMOND ROLLER MILLS CO. 


| WISCONSIN’S MOST MODERN MILL 


NEW RICHMOND, WISCONSIN 


MIXED CARS ARE OUR SPECIALTY 


CORN--OATS--BARLEY 


Also Milling Rye and Wheat, 
Brewers Dried Grains, 
Clinton Corn Gluten, 

Mill Feeds, Linseed Oil Meal, 


Cotton Seed Meal 


Weare at the other end of your telephone. 
GIVE US A RING. 


Broadway 4961! 


DONAHUE-STRATTON COMPANY 


MILWAUKEE 
Brokers for Operating 


CLINTON CORN GLUTEN and Cc. & N. W. RAILWAY ELEVATORS 
CORN OIL CAKE MEAL AT MILWAUKEE 
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Crooksion, Minn., has incorporated. 
The capital is $40,000. The incor- 
porators are Marcus Johnson, Manville 
A. Johnson, Clarence E. Funk, and 
John J. Padden. The firm will deal in 
flour, feed and grain. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
LOUR, MILLFEED 
OILMEAL, ETC. 


502 Corn Exchange Bldg. 


MINNEAPOLIS, MINN. 
““Stand by Stan’’ 


Consign Your Grain To 


HENRY RANG & CO. 


MILWAUKEE 


We offer Two-Market Service 
Between Milwaukee and Chicago 


WRITE FOR QUOTATIONS 


Maney Brothers Mill & Elevator Co. 
Mixed Cars Shipped Immediately 
GROUND FEED 
Sacked Grain—Mill Feed 
1808-11 Minnehaha Ave. MINNEAPOLIS, MINN. 


THE MARCUS JOHNSON CO., 


No-Milk Calf Food 


LEADER FOR 43 YEARS<—@ 


National Food Company 
FOND DU LAC, 


ANADA FIELD PEAS 


NEW CROP. 


We Solicit Your Inquiries and Orders 


PORT HURON STORAGE & BEAN CO. 


PORT HURON, MICH. 


Cod Liver Oil 


(NORWEGIAN) 
Highest Vitamin Potency Guaranteed 
1, 5, 10 Gal. Cans—30 Gal. Bbls. 


GUNNING & GUNNING, Importers 
97-C Reade St., New York 


UCKWHEAT FLOU 


EXCELLENT QUALITY 
EFFICIENT SERVICE 


REITMANN-DAVIS MILL Co. 


Galesville, Wisconsin 


Equals World’s Record 
In Trap Shooting 


He not only knows how to sell feed 
but he can SHOOT. 

Guy Dering, a feed dealer at Colum- 
bus, Wis., equaled the world’s record 
in trap shooting at the Grand Ameri- 
can program which was held near Day- 
ton, Ohio, recently. 

Mr. Dering turned in a total of 436 
consecutive hits which was the world’s 
record established in 1925. On the 
first day of the contest he turned in 
the most remarkable performance by 
smashing the clays for a perfect score 
of 200, winning the Class B champion- 
ship for amateur trap shooters. 

In taking first in Class B, Mr. Der- 
ing made a fitting climax to his shoot- 
ing career which began forty-three 
years ago when he was twelve years 
cold. At one time he held the doubles 
championship of the world, and the 
amateur championship, but on the first 
day of the big meet for the first time 
won by a perfect score. 


Continuing his remarkable shooting 
on the second day, Mr. Dering shat- 
tered 200 straight and won the amateur 
clay target championship of North 
America. It was the second time in 
the history of the shoot that the event 
was won by a perfect score. 

On the third day, Mr. Dering tied the 
former world’s record of 436 straight, 
and is now heralded as the co-sharer 
of world honors in trap: shooting. 

Daily papers gave large headlines to 
Mr. Dering’s ability in the sport, and 
the feed industry is proud to have him 
among its dealers. 


-E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


Corno HyGrade Oat Feed 
Corno Feeding Oatmeal 
Corno Rolled Oats 


also Reground, Unground and Fine. 
Ground Hulls 


Three Minute Cereals Co. 
Cedar Rapids, lowa 


North American Seed Co. 
Wholesale 
Field and Grass Seed 


Reed and Florida Sts. 
MILWAUKEE, WISCONSIN 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


The easiest way to uniformly 

feed Cod Liver Oil and Yeast 

to Poultry is through the New 

Product called LAY-EGG. 
Write For Proposition 


THE LAY-EGG COMPANY 
MILWAUKEE, WIS. 


DAIRY ALFALFA HAY 
FOR SALE 


Write or wire for delivered prices. 
Grades and weights guaranteed. 
ALBERT MILLER & CO. 
192 NO. CLARK ST., CHICAGO, ILL. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mothers Best Flour 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


34 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


Mailing 


Will shel increase sales 
5% 


“Ross: -Gould Co fea St Louis 


Storage 


Excellent Feed Storage Facilities. 


Negotiable Warehouse Receipts Issued. 
ASK US FOR OUR LOW STORAGE RATES. 


Storage 
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M. G. 

RANKIN 
& COMPANY 
GRAIN and FEED 


CHAMBER OF COMMERCE 


MILWAUKEE 
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Established 1880 


PAINE, WEBBER 
& COMPANY 


BOSTON STOCK 
DETROIT STOCK 
EXCHANGE 
NEW YORK COTTON 
EXCHANGE 
CHICAGO BOARD 
OF TRADE 
94-100 MICHIGAN ST. 
Telephone Broadway 8700 


MILWAUKEE 
E. J. Furlong, Resident Partner 


u 
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There never was a Gluten Feed 
made better than 


Cream Corn 


Gluten 


—It contains all of the rich- 
ness and cream of the corn. 


—Costs no more and sells 
more readily. 


—We are booking a limited 
amount for August shipment. 


LABUDDE FEED & GRAIN Co. 
MILWAUKEE, WISCONSIN 


000000 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


usiness 
expands with 
Printed messages 
They are profitable 
ADTKE 
BROS. CO. 
EstasuisHep 1894 


PRINTERS 
LITHOGRAPHERS 
BINDERS 

344-346 MILWAUKEE STREET 


l 076 WISCONSIN 


The Aristocrat of Feeds 


@ Wehandle all kinds 
of feed and offer the 
best possible service to 
the retail feed dealer. 
Write for our quota- 
tions and let us keep 
you posted on the 
Minneapolis market. 


Minneapolis, Minnesota 
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Che feed Bag 


“The Dealers’ Paper” 


Vol. 3. No. 9. SEPTEMBER, 1927 


DAVID KNOX STEENBERGH 
Managing Editor 


Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. Subscription 
price—$2.00 per year. 


Changes in advertising copy may be sub- 
mitted up to the 15th of the month preceding 
date of issue. Last closing date, the 25th. 
For advertising rates, etc., address The Feed 
Bag, 86 East Michigan street, Milwaukee. 

The Feed Bag is official publication of the 
Central Retail Feed Association and circulates 
monthly to practically every responsible retail 
feed and allied products dealer in the East and 
Central Northwest including all members of the 
Eastern Federation of Feed Merchants. 


Copyright, 1927, Editorial Service Co.,Inc. 


When you want 


30% si: 


LINSEED 
MEAL 


Come To Us 


Our Minnehaha 30% 
Linseed Meal and Flax 
Screenings is the highest 
quality that can be made. 
Your customers will pre- 
fer it. 


Our Bingo 30% Linseed 
Meal and Flax Screen- 
ings Oil Feed carries the 
same analysis as Minne- 
haha but sell: at a much 
lower price. It contains 
a smaller percentage of 
of pure linseed meal than 
Minnehaha. 


We have what you want. Ask 
for samples and delivered 
Prices. 


STUHR - SEIDL 
COMPANY 


CHAMBER OF COMMERCE 


MINNEAPOLIS 
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Deutsch & Sickert 
Company >> 


REPRESENTATIVES OF 


A. E. STALEY MFG. CO. 
Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal ... 18% Protein 


Staley’s Perfect Protein Feed 33% Protein 
Straight and Mixed Cars 


Climax Ground Grain Screenings 
15% Protein, 8% Fat, 4% Fibre 


Rex Pure Flax Screenings Ground 
15% Protein, 8% Fat, 14% Fibre 


Get our CORN and OAT 
Prices 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 


Use the Phone—Call 
BROADWAY 


THE FEED BAG—SEPTEMBEER, 1927 


| — 
— | |. 1674 


Z 


EET DAIRY 


The Advantages 


Quality 


Competition cannot offer your custom- 
ers any inducement to leave you when you sell 
them quality feeds at a reasonable price. 


The splendid results from quality feeds 
are bound to be made known to others by your 
satisfied patrons. 


When you are known by farmers as the 
dealer who sells quality feeds, through their con- 
tinued patronage you are bound to sell more. 


When you can sell quality feeds at a 
price in line, or lower, than inferior grades, it 
gives you a leverage to make more money. 


LADISH MILLING CO. 


MILWAUKEE, WIS. 
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‘THE HIGHEST PRICED FLOUR IN AMERICA 


AND WORTH ALL IT COSTS* 


Housewives like King Midas because 
they know it has all the goodness that can be 


put into flour. 


It is a tested all-purpose flour for 


bread, pastry and cake. Dealers like King Midas 
because its quality brings repeat business. There 


is no better four made. 


1.—King Midas Flour has un- 


equaled merchandising value. Its 
well-known high quality and uni- 
versal popularity make the account 
an unquestionable asset. King 


Midas Flour is a leader in Wis- 
consin today. 


2.—King Midas prices are 
maintained consistently reason- 
able in accordance with King Midas 
quality. This enables the dealer 
to satisfy his customers with re- 
spect to selling prices as well as 
quality and performance. 


Some territory still open! Write today. 
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